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BEHIND THE MAN 
IN THE FIELD.... 


The Shield Company stands squarely behind the man in the 
field. 


@ With financial strength, deliberately sought, not for mere 
accumulation, but for the purpose of ever being able to live up 
to the spirit and the letter of every contract. 













@ With a broad range of life insurance contracts covering every 
human need for life insurance. 


@ With a prospecting plan that includes the modern advertis- 
ing and canvassing material in the field, including the adroit 
use of radio. 


These stand behind the Shield Man, our representative, as he 
calls at the American Home... . 


3,500 calls each day in 21 states, from the Atlantic to the Pacific 
and from the Gulf to the Great Lakes. 


The Shield Company Helps Its Men Shield Millions. 
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Eighteen Awards 
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Voice Criticism 
of Proposed N. Y. 
Investment Laws 





Company Executives Take 
Exception to Several Pro- 
visions in Hearing 





NEW YORK.—Objection to any 
further restriction of life companies’ 
rights to exercise their own discretion 
in the matter of investments was voiced 
at the joint legislative hearing on insur- 
ance law revision. 

Principal objections were to limiting 
investments in foreign countries, par- 
ticularly Canada, to an amount equiva- 
lent to reserves on Canadian business; 
to requiring “disinterested appraisers” to 


set the value of properties in case of 
mortgages; to specifying use of rating 
organizations’ appraisals of securities in 
determining acceptability of these in- 
vestments; to restrictions on senior par- 
ticipation in mortgages where the total 
amount might run beyond the two-thirds 
limit but the life company’s participation 
would be within that limit; and from 
Massachusetts and Connecticut com- 
panies to making absolute the ban on 
common stock holdings. 


Reserves Fluctuate 


C. G. Taylor, Jr., second vice-presi- 
dent Metropolitan Life, pointed out that 
reserves on Canadian business change 
from time to time, are difficult to check 
exactly, and a company might find 
itself violating the law overnight. 

F. W. Ecker, treasurer of the same 
company, objected to the enactment into 
law of. the present examiners’ practice 
of rating bonds according to their stand- 
ing in various manuals. Mr. Ecker felt 
the soundness of bonds could better be 
left up to the companies’ judgment. He 
also objected to the earnings test pro- 
posed for satisfying the definition of 
“adequately secured investments.” Pro- 
fessor E. W. Patterson, head of the com- 
mittee on revision, contended that some 
prot test should be embodied in the 
aw. 


Smith, Collens Appear 


President G. W. Smith of New Eng- 
land Mutual and President A. M. Col- 
lens of Phoenix Mutual appeared for the 
Massachusetts and_ Connecticut com- 
panies, respectively. The out-of-state 
companies would be affected by the pro- 
vision which would outlaw common 
stocks for all companies doing business 
in New York, not permitting credit to 
be taken for them if held more than 
10 years hence. The present law leaves 
the matter of conforming with the New 
York law up to the superintendent, who 
tuled that small amounts of common 
Stock are not inconsistent with the law. 

M. H. Siegel, director Policyholders 
Advisory Council, dwelt at considerable 
ength on what he considered to be 
drawbacks in the current law and in 
the proposed revision from the public’s 
(CONTINUED ON PAGE 15) 





Sidelights on Meeting 
of Life Presidents 


By C. M. CARTWRIGHT 


The big convention has arrived at the 
Waldorf-Astoria in New York City. On 
the third floor in the foyer of the Astor 
gallery there is a milling crowd of life 
insurance people extending hearty greet- 
ings. They are all on to attend the an- 
nual meeting of the Association of Life 
Insurance Presidents, scheduled for 10 
o'clock. It will be fortunate if it starts 
at 10:30 o'clock. 

The huge chandeliers with hundreds 
of glittering facets seem more scintillat- 
ing than ever. General Manager V. P. 
Whittsitt gives a “once over” of the hall 
and rostrum appointments. 

Assistant Secretary M. A. Brooks 
casts an experienced eye about to see 
whether the press table has been prop- 
erly furnished, whether the loud speaker 
amplifier is working, whether the light 
is turned on at the speaker’s table, 
whether all the documents for the pre- 
siding officer are consecutively ar- 
ranged, whether there are the proper 
number of chairs on the rostrum and 
whether the Canadian and American 
flags are properly placed. 


Some of the Preliminaries 


At the press table are the familiar pads 
of yellow paper, memorandum blanks, 
well sharpened pencils and copies of the 
program. The stenotype operators, well 
arrayed, take their positions in front of 
the rostrum. The presiding officer ap- 
pears with his clothes meticulously 
pressed. Chairman James Lee Loomis 
of the reception committee and Vice- 
Chairman Leighton McCarthy with their 
blue badges are hunting up the other 
members of the committee to attach to 
them the proper insignia. 

Outside the doorman is insisting that 
the meeting is being opened. There 
come to the front seat Buckner of the 
New York Life, Hardin of the Mutual 
Benefit, Rhodes of the Mutual Benefit, 
Parkinson of the Equitable of New 
York, McCarthy of the Canada Life, 
Lincoln and Ecker of the Metropolitan, 
Cox of the John Hancock, and Isaac 
Miller Hamilton of the Federal Life of 
Chicago, all familiar to those who get a 
view of the first three rows of seats. 
Sadly missing from this coterie are Bro- 
smith of the Travelers, Alexander of 
the Equitable and Moir of the U. S. 
Life, who died during the year. 


Used His Own Introductions 


Manager Whitsitt and President Ger- 
ard S. Nollen go to the rostrum and the 
Life Presidents meeting starts. Assist- 
ant Secretary Mott Brooks takes the 
last glimpse of the assembly, noting that 
the attaches of the executive office are 
at their stations, that particularly the 
ones assigned to rounding up the speak- 
ers are diligent., Actuary Bruce Shep- 
herd and Statistician C. F, Creswell walk 
along the side aisles. Mr. Whitsitt in a 
few gracious phrases introduces the pre- 
siding officer. 

Chairman Nollen, splendid in voice 
and stage presence, made an address 
both penetrating and masterly. He is 


not bound by fixed custom. Evidently 
the executive office of the association 





supplies the presiding officer with his 
introductions to speakers, giving bio- 
graphical sketches and sometimes rather 
extensive ones. Chairman Nollen, how- 
ever, easy and resourceful, relied on his 
own resources and introduced the speak- 
ers according to his own views. This 
broke up the formality and cut down 
the biographical data. Mr. Nollen’s 
public utterances are always well re- 
ceived and he was at his best as he pre- 
sided over this convention. Two years 
ago he had performed in a similar man- 
ner over the meeting of the American 
Life Convention when it held its annual 
meeting in Dallas. 


Traditional Features Pointed Out 


Chairman Nollen called attention to 
the fact that there are certain traditional 
features of the presidents’ program that 
should be perpetuated because they 
bring the proceedings events of a par- 
ticularly interesting and valuable nature. 
For example, it has been the custom for 
many years to invite some distinguished 
Canadian, usually one holding public 
office, to follow the chairman after he 
has given the annual address. This year 
C. A. Dunning, minister of finance, 
Dominion of Canada, was the speaker. 
He is a well known business man who 
started in public life out in the western 
provinces and became premier of Sas- 
katchewan. He is a past president of 
the Equitable Life of Canada. The audi- 
ence was particularly interested in Mr. 
Dunning’s remarks. Now and then he 
would look up from his manuscript to 
comment on some remarks that had been 
made by the chairman that evidently oc- 
curred to him while he was listening. 
The Canadian men in public office are 
well informed, well trained and have a 
sense of continuity in public life that 

(CONTINUED ON PAGE 10) 
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Trend is away from fixed agency size. 
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U.S. Revenue Body 
Reverses Ruling 
on Agents’ Status 





Massachusetts Mutual Life 
Men Are Held Independent 


Contractors 





WASHINGTON—The Bureau of In- 
ternal Revenue, revoking an opinion 
given earlier this year, has ruled that 
general agents and soliciting agents of 
the Massachusetts Mutual Life are not 
employes but independent contractors 
under the social security law. While 
the bureau already has decided in favor 
of the Northwestern Mutual, Kansas 
City Life and Pyramid Life, the Massa- 
chusetts Mutual is the first one involv- 
ing a cash allowance, as that company 
allows its general agents a certain sum 
for office rent, clerical hire, telephone, 


and the general care of the collection 
and accounting of premiums. 


Organizations Assist 


The Massachusetts Mutual was se- 
lected in the first place as being typi- 
cal of life company agency set-ups, and 
it is understood that the current deci- 
sion clears up the score or so other 
cases pending and others which have 
not yet applied to the bureau for de- 
termination of their agents’ status under 
the social security law. 

Following the adverse decision given 
in January, conferences were held be- 
tween bureau officials and life compa- 
nies’ representatives, negotiations being 
conducted by General Counsel Wesley 
E. Monk of the Massachusetts Mutual; 
Robert L. Hogg, assistant general 
counsel Life Presidents Association, and 
Col. C. B. Robbins, manager and gen- 
eral counsel American Life Convention. 
As a result, bureau officials consented 
to reconsider the previous conclusion on 
the basis of a statement amending and 
supplementing data previously presented 
in behalf of life insurance. 


Independent Contractors 


The bureau’s opinion states, in part: 
“Upon reconsideration this office has 
reached the conclusion that on the basis 
of the facts presented you do not exer- 
cise the right of control over your gen- 
eral agents and soliciting agents pre- 
scribed by the regulations as necessary 
to establish the relationship of employer 
and employe under the taxing provisions 
of the social security act. 

“On the basis of the regulations and 
the facts presented it appears that the 
general agents and soliciting agents re- 
ferred to above are independent con- 
tractors. Accordingly, the opinion given 
by this office to Mr. Robert L. Hogg 
dated Jan. 9, 1937, is revoked.” 

The District of Columbia corporation 
counsel’s office had reversed an opinion 
of the district unemployment compensa- 
tion board which had held that agents 
are employes under the unemployment 
insurance section of the social security 
law. 
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All those shown are local managers or general agents, except as otherwise indi- 
cated. Top row (left to right)—J. A. Stevenson, executive vice-president Penn 
Mutual; J. J. Gordon, Home Life of N. Y.; E. L. Carson, Wisconsin manager 
Equitable Society; J. H. Jamison, Sales Research Bureau; J. H. Evans, agency field 
assistant Home Life of N. Y.; F. H. Devitt, Equitable Society; W. H. Bender, Jr., 
Equitable Society; A. E. Patterson, agency vice-president Penn Mutual; Rudolph 
Recht, O. L. Gooding, C. C. Klocksin, legislative counsel; Clifford L. McMillen, asso- 
ciation president; Vice-president Edmund Fitzgerald, all of the Northwestern Mutual, 
and Ben Hyde, Penn Mutual. 

Second row—M. J. Lauer, Dr. Claude L. Benner, vice-president; A, A. Rydgren, 
president; M. J. Hancel, all of the Continental American; J. J. Gordon, Home Life of 
N. Y.; and J. S. Myrick, former association president; Vice-president G. S. Patton, 
Harold Taylor, and A. D. Reiley, supervisor of risks, all of the Mutual of New York. 

Third row—E. McConney, vice-president and actuary Bankers Life of Iowa; 
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B. K. Elliott, vice-president and general counsel, F. P. Hayward, vice-president and 
treasurer John Hancock; (inset) Harry T. Wright, former Million Dollar Round Table 
chairman, Chicago; (above) W. E. Shaw, assistant manager of agencies Mutual of 
N. Y.; Harry Gardiner, John Hancock Mutual, former association president, and 
Albert Jones, Mutual of N. Y.; (below) Samuel Karsch and A. V. Ott, Equitable 
Society; and Robert Kruh, Continental American. 

Bottom row—William Smith, secretary North American Reassurance; S. H. 
Ackerman, assistant secretary Manhattan Life; C. V. Cromwell, Manhattan, and T. E. 
Lovejoy, Jr., treasurer Manhattan; F. S. Gierhart, Equitable Society; R. G, Engelsman, 
Penn Mutual; G. V. Austin, Aetna'Life; W. H. Dallas, assistant vice-nresident Aetna 
Life; J. Harry Wood, manager of general agencies John Hancock Mutual; Lloyd 
Patterson, Massachusetts Mutual; E. W. Baker, district manager, Louisville, John 
Hancock Mutual; and C. V. Anderson, Cincinnati, former National Association of 
Life Underwriters president. 


NE\ 
for yee 


Pan age 


be in 
grow ¢ 
ing th 


» genera 


on a 


» the co 


26 Las seit RAS tae 


Ti ie lea EMS: 


» be fai 


of eve 


often 
at sez 


job b 
perso 
show! 
prodt 
of co% 
ager. 
all ri 
busin 

Th 
who 
agenc 
busin 
pears 
shou 
mum 
ther 
agen 


agen 
is by 
The 
rece 
miss 
mon 























IER 


—— 








December 10, 1937 


LIFE INSURANCE 


EDITION 











Trend Is Away 
from Fixed 
Agency Size 





Toward Letting’ Managers 
Find Own Level So Long as 
Results Are Profitable 


NEW YORK.—While there has been 
for years discussion of the ideal size for 
an agency, the present trend seems to 
be in the direction of letting agencies 
grow as large as they will but not forc- 
ing them to grow if the manager or 
' general agent appears to be operating 
on a profitable basis for himself and 
the company even though his office may 


| be fairly small and have scant prospects 
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' off his natural gait. 
» a level of production which he can han- 






» of ever growing much larger. 


Experience has indicated that home 


' office pressure for volume is likely to 


throw the man in charge of the agency 
He may have found 


dle, Pressure for greatly increased busi- 
ness may get the business but perhaps 


at a sacrifice in quality and persistency 
» and 
' makes the added volume unduly costly 


agency operating expenses that 


when the figures are all added up. 


: Depends on Man 


For a manager or general agent 
geared to a certain production level it 
often happens that he gets completely 
at sea when attempting to operate on a 
large-scale basis. Usually he holds his 
job because he has been an outstanding 
personal producer and has ability in 
showing other men how to become good 
producers. His function is more that 
of coach than it is that of an office man- 
ager. At the same time, he gets along 
all right with office routine as long as 
business is conducted on a modest scale, 

There are, of course, a number of men 
who have the capacity to run a big 
agency. So long as they conduct their 
business on a profitable basis there ap- 
pears to be no reason why their offices 
should be held to a predetermined maxi- 
mum size because of any theory that 
there is a certain “best” size for an 
agency. One difficulty in pursuing a 
home office policy of letting each agency 
head find his volume level, the main re- 
quirement being a profitable basis of 
operation, is the trouble in knowing just 
what constitutes cost. Cost-accounting 
has made less progress in agency man- 
agement than in most other fields and 
is by no means a simple matter anyway. 
The Goodyear Tire-Sears Rosebuck case 
recently before the Federal Trade Com- 
mission involved 15 fat volumes of testi- 
mony on what “cost” is and they are 
probably not conclusive. 


Volume Looks Important 


In life insurance, it is easy to believe 
that volume is more important than it 
actually is, partly because there must be 
a certain flow of business and partly 
because the traditional set-up rewards 
producers largely on the basis of volume. 
It is difficult to know accurately the 
relative cost of business of varying de- 
grees of quality. 


Joins the American Convention 


_ The American Life Convention, hav- 
ing added the Mutual Benefit Life to its 
membership, has also elected the Massa- 
chusetts Mutual. President B. J. Perry 
was in New York City attending the 
Life Presidents meeting and conferred 
with Col. C. B. Robbins, A. L. C. man- 
ager, and President H. R. Wilson. This 
makes two of the big eastern companies 
that have been added to the roll within 
a week. It is expected that there will 
be more, according to the A. L. C. offi- 





“Al” Smith Featured at Luncheon 




















Former Governor Alfred E. Smith of New York was a featured speaker at the 
luncheon given last week by the insurance interests of New York City while the com- 
missioners were meeting there. This picture shows Mr. Smith (center) at the 
luncheon, with L. H. Pink, present New York superintendent, on the right and 
Jesse S. Phillips, former occupant of that post, on the left. 


California High Court 
OK’s Pacific Mutual Plan 


Three N. Y. Life Inspectors 
of Agencies Are Retiring 








An opinion of the California supreme 
court just handed down endorses all that 
has been done in the reorganization of 
Pacific Mutual Life. This decision sus- 
tains that of Superior Judge Willis. The 
court held that Commissioner Carpenter 
was bound to proceed as he did. 

All points presented by Col. W. H. 
Neblett, who challenged the reorganiza- 
tion, were denied. The language used 
by Col. Neblett in his briefs and argu- 
ments was unjustified, according to the 
court. The supreme court said the plan 
is fair and just in all respects. 


“Nylic Review” in its December edi- 
tion features three inspectors of agencies 
of the New York Life who are retiring 
after many years of service. 

Robert E, Whitney of Chicago has 
been in the service of New York Life 
54 years, starting with the home office 
in 1883, 

A. S. Elford of the North Pacific de- 
partment joined New York Life in 1890 
and William O. Baldwin of the great 
middle department with headquarters at 
Detroit, dates his connection with the 
New York Life in 1896. 











WAITING FOR THE BUS 


A visiting underwriter was waiting for a bus in front of 
our Home office and casually spoke of its beauty to an elderly 
woman who too was waiting. With emphasis she agreed, and 
added, ‘Without that Company my husband and I could 
not live.” 


Her husband, a successful orthopedic surgeon, she said, 
had taken insurance merely for her protection,—‘So long as 
my eyes and brain work, I can take care of myself.” A few 
years later he was stricken with arthritis, and after seeking 
health from various specialists he was forced to accept the 
dreaded verdict of “incurable.” And for the last fourteen 
years he and his wife have lived on the $100 monthly income 
check his policy supplied. 

Life insurance is mostly for the “short haul” to early 
passing, and for the “long haul” to the retirement period. 
But when a mid-life emergency comes, such as this woman 
described, life insurance may be the only provider,—as it 
usually is for the broken home and for life’s dusking years. 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. H. KINGSLEY, President 


Independence Square PHILADELPHIA 
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Examination 
Expense Issue 
Causes Storm 


New Procedure for Com- 
pany Audits Is Costly— 
Commissioners Differ 







NEW YORK—Evidently — there 
considerable solicitude among insurance 
companies over the change in the con- 
vention examination system of the Na 
tional Association of Insurance Com- 
missioners whereby different zones are 
represented in an examination, 
plan was established and many 
missioners believe although it has some 
rough spots it is working out fairly sat- 
isfactorily, 

The companies are not so much con- 
cerned about the examination system it- 
self as they are about the expense. Some 
states are allowing $25 a day as the fee 
for each examiner plus $9 or $10 for 
living expenses. ‘This is charged up 
Saturdays and Sundays and any other 
days when an office is} not open. The 
great majority of companies contend 
that $25 a day is too much. Apparently 
they would not object to $15 a day pro- 
vided the examiner was competent. 

At the meeting of the examinations 
committee at the commissioners con- 
vention last week the subject was well 
aired and there were some stormy 
scenes, ‘There were sharp differences of 
opinion among the commissioners, some 
contending that there should not be any 
limit. 

Palmer of Illinois introduced a mo- 
tion providing for a maximum charge 
of $15 a day which was lost by one 
vote. ‘Then, as a compromise measure, 
Mr. Palmer presented another motion 
which prevailed, it providing that 30 
days prior to the next annual meeting 
each zone chairman shall forward to the 
chairman of the examinations commit- 
tee, Read of Oklahoma, a detailed ac- 
count of the cost of every examination 
made in the zone under the convention 
auspices giving the daily fee of each ex- 
aminer, cost of maintenance and any 
other expense and a statement as to 
whether he was a salaried employe of 
the department or on per diem basis. 


Consents to Tax Judgment 


LITTLE ROCK, ARK.—A judgment 
for $6,293 against the Guarantee Mutual 
Life of Omaha for back premium taxes 
was consented to by the company on 
condition that the state accept the 
amount as full settlement of all liability 
in that connection. It had been sued for 
$12,678. 





is 


This 
com- 





Company 118 Years Old, 
No Writings in 70 Years 





BOSTON—Inquiries have been re- 
ceived recently regarding the Massachu- 
setts Hospital Life of Boston. The 
company, chartered in 1818, is still in a 
most flourishing financial condition, but 
has not issued a life insurance policy for 
more than 70 years. 

The company was formed to write an- 
nuities in various forms, providing for 
reversionary payments and contracts. 
Today it is a life insurance company in 
name only. It writes no life insurance, 
although quotations may still be had on 
annuities, but rather has become a bank- 
ing and mortgage financial institution, 
owning some of the most valuable and 
remunerative properties in Boston. Jur- 
isdiction over the company has been re- 
moved from the insurance department 
and now rests with the banking depart- 





ment of Massachusetts. 
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Features of Last Session 
of Insurance Commissioners 





The closing session of the winter 
meeting of the National Association of 
Insurance Commissioners in New York 
City brought much merriment due to 
President George A. Bowles of Virginia 
injecting into the proceedings features 
that aroused.the risibilities of the audi- 
ence. For example, in putting a motion 
that he knew would be carried, he al- 
ways saidy “The motion is carried,” be- 
fore there were any negative votes. 

At the beginning of the session the 
reports of committees were being “re- 
ceived.” Palmer of Illinois called atten- 
tion to the fact that a report of a com- 
mittee either had to be approved or re- 
jected. President Bowles said: ‘The 
commissioner’s point is well taken. All 
of the reports that have been received 
are hereby approved.” 


Stuck to the Constitution 


Mr. Palmer, who practically wrote the 
new constitution, believes in sticking by 
it. He had to correct the chair on two 
or three occasions where constitutional 
proceedings were not being followed. 
For instance, Hunt of Pennsylvania rec- 
ommended that the standing committee 
on social security be eliminated and a 
new one on group hospitalization be cre- 
ated. Mr. Palmer called attention to the 
fact that under the constitution no stand- 
ing committees could be abolished with- 
out proper notice. Hence the commit- 
tee on hospitalization was made a spe- 
cial committee to be appointed by the 
president. 

There has been considerable question- 
ing as to why R. E. O’Malley, former 
Missouri superintendent, was called on 
at the luncheon Thursday to make a 
bow along with a few others who were 
publicly introduced, such as Mrs. 
Bowles, W. Fairchild, chairman of 
the committee on arrangements, Georges 





La France, insurance superintendent of 
Quebec, who secured the annual meet- 
ing for his city. There was consider- 
able curiosity as to why Mr. O’Malley 
attended the meeting. The word got 
around that he would attempt to make 
an address, blow the lid off and prob- 
ably bring up some of his pet subjects. 
He did not make the speech but he has 
some things on his mind that he would 
like to explain to the fraternity. 


La France Made Good Impression 


Superintendent La France of Quebec 
made a very favorable impression. He 
attended the annual meeting in Philadel- 
phia last June. He succeeded the late 
Superintendent B. A. Dugal. In New 
York he became better acquainted. He 
has a colorful, magnetic personality, is 
quick in remembering names and by the 
end of the week, he having attended the 
meeting of the Life Presidents Associa- 
tion, he was well oriented. 

Some years ago when R. Leighton 
Foster was superintendent of Ontario, he 
started attending the meetings of the 
National Association of Insurance Com- 
missioners and became a familiar face at 
the conventions. In fact, he was much 
better known than some of the Ameri- 
can commissioners themselves, owing to 
his long service in office. A few years 
ago Superintendent Dugal began attend- 
ing the United States meetings. Mr. 
Foster’s successor, H. D. McNairn, fol- 
lowed Mr. Foster’s custom of attending 
the U. S. meetings. In fact, he is serv- 
ing as chairman of the sub committee on 
group accident and health insurance at- 
tempting to present a definition of group 
accident and health. 

Evidently the commissioners were in- 
trigued by the invitation to hold their 
next convention at Quebec, a city that 
is quite foreign in some aspects, popu- 








Life Insurance Personifies 


Real Christmas Spirit 





In a special Christmas message in 
December “Nylic Review,” Thomas A. 
Buckner, board chairman of the New 
York Life, has a special Christmas 
article on “The Spirit of Life Insur- 
ance.” The spirit of life insurance is 
very much like the spirit of Christmas, 


said Mr. Buckner. There is more to 
life insurance than mortality tables, med- 
ical selection, commissions, contracts, 
etc. Life insurance is really concerned 


with living people. It is the most hu- 
man business in the world. It is a coop- 
erative enterprise to spread happiness and 
security and banish fear and worry. In 
many homes fathers are keeping their 
memory alive among their children dur- 
ing the Christmas season through a 
Christmas insurance policy. In other 
homes there are elderly couples who 
will be enjoying a happy old age through 
annuities which enable them to visit 
their children and grandchildren at 
Christmas time. “The spirit of life in- 
surance is the spirit of Christmas mag- 
nified a thousand-fold,” said Mr. Buck- 
ner. 

In the “Pulse,” agency publication of 
the Occidental Life of California, Verner 
Leckie, director of advertising, has a 
clever article on the old fashioned Christ- 
mas compared with the present day 
“zipper” era. “It would be difficult to 
imagine a better time than this, the 
Christmas season, in which to remind 
ourselves that the primary reason for 
life insurance is the family,” said Mr. 
Leckie. “The family is an old fashioned 
institution. Christmas is old fashioned 
and so is life insurance.” 








lated chiefly by French speaking people 
and having many beauty spots. There 
was considerable sentiment in favor of 
accepting Commissioner Neslen’s invita- 
tion to go to Salt Lake City. The se- 
(CONTINUED ON PAGE 14) 





Northwestern Mutual Make, 
Changes in Contracts 








Policy Revision Includes Mod. 
fication of Settlement Options, 
New Dividend Scale 


Details of the Northwestern Mutya 
Life changes in policy contracts, the 193 
dividend schedule which shows a leye 
about 3 percent higher than for 1937 
and rules regarding settlement endorse. 
ment were announced this week ty 
agents by Percy H. Evans, vice-prej. 
dent and actuary. There is no change iy 
the interest factor used in option settle. 
ments. No policyholder will receive , 
dividend smaller in 1938 than he receive; 
in 1937. Increases due to adjustment 
will vary according to ages and plans, 

The settlement option rules are: (1) 
Settlement of the remainder interest of 
a deceased contingent beneficiary in pos. 
session shall be made in one sum only: 
(2) no provision for the accumulation oj 
interest or other instalments shall be in. 
cluded in any endorsement; (3) provi 
sions involving a remarriage contingency 
shall not be included in an endorsement: 
(4) all directions by the assured “other. 
wise” than as set forth in the policy 
provisions subject to the consent of the 
company, 


Slight Change in Waiver 


The disability waiver of premium 
agreement forms have not been mate. 
tially changed except that under agree- 
ments covering disability to age 60 no- 
tice of claim must be filed with company 
before policy anniversary nearest 6ist 
birthday. 

Mr. Evans stated, “It is believed that 
the volume of insurance sales would not 
be reduced even if settlements were 
strictly limited to the standard provi- 
sions of Northwestern contracts. There 
has, however, developed a practice in life 
insurance sales of suggesting to appli- 

(CONTINUED ON PAGE 14) 





SALES RESEARCH BUREAU EXECUTIVES IN NEW YORK 








Top row (left to right)—Dr. E. G. Simmons, Pan-American Life; H. T. Burnett, 


Reliance Life; Stephen Ireland, State Mutual; H. K. Lindsley, Farmers & Bankers; 
A. B. Olson, Guarantee Mutual; V. B. Coffin, Connecticut Mutual; S. C. McEvenue, 


Canada Life; R. B. Richardson, Montana Life. 


Bottom row—S. T. Whatley, Aetna Life; Jerome Clark, Union Central; R. B. 
Richardson, Montana Life; John Marshall Holcombe, Sales Research Bureau; E. H. 
McKinney, Equitable of Canada; R. E. Irish, Union Mutual; Alexander MacKenzie, 


Manufacturers of Canada. 
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| Objections Filed as to 


New York Code Provisions 


: for “Non-Can” Reserves 





NEW YORK—Objections to requir- 


' ing the life companies’ Class III disabil- 


ity reserves table for non-cancellable ac- 
cident and health insurance were put 
forth by Albert Hirst, attorney repre- 
senting the Mutual Benefit Health & 
Accident, and by Richard Fondiller, con- 


' sulting actuary of New York City, at a 


hearing on the New York insurance 


de. 
ir. Hirst contended that the Class 


III table is at best a tentative affair, and 


is so regarded by life insurance actuar- 
ies, being based on insufficient spread 
and too short a time to justify its being 
written into the law and that further- 
more it is based entirely on life company 
experience and does not apply to non- 
cancellable accident or health insurance. 
He said it would result in an unduly 
high reserve and that this would tend to 
restrict its appeal to those who would 
regard it as an investment which they 
would hope to cash in on and that, sec- 
ond, too large a reserve results in a 
temptation to company executives to try 
to get policies surrendered if it should 
appear desirable to add these reserves to 
surplus. ; ; 

Mr. Fondiller said that loss ratios on 
disability business among life companies 
showed such a wide divergence, ranging 
from 67 percent to 359 percent of pre- 
miums received for the year 1935 for a 
group of 16 of the leading companies, 
that the Class III table is not a satisfac- 
tory basis even for the life companies, 
He said standardization should be ap- 
plied only when there is a large experi- 
ence covering a long duration. He also 
emphasized that the experience of the 
life companies is quite different from 
that of the casualty companies. He sug- 
gested that the standard of reserves for 
casualty companies should be at the dis- 
cretion of the insurance superintendent 
and that the casualty companies be re- 
quired to submit their experience to the 
department so that there might be a 
meeting of the minds as to what the 
reserve basis should be. 





Beneficiary Change Must 
Be Completed Before Death 





NEW ORLEANS—An effort on the 
part of a life insurance policyholder to 
have the beneficiary changed is null un- 
less the change is completed officially 
before his death in accordance with the 
company’s terms, the Louisiana supreme 
court holds. It affirms the judgment of 
the district court awarding the policy 
proceeds to Mrs. Madlyn G. Clesi in her 
suit against the Metropolitan Life. Her 
husband, J. Clesi,” held a $10,000 policy. 
Before his death he sent notice of change 
of beneficiary to the company, making 
his mother and daughter the new bene- 
ficiaries. The company’s endorsement of 
the change of beneficiary, however, had 
not been made when Clesi died, and the 
court held that upon his death the 
tights of the original beneficiary, his 
wife, became fixed and could not be 
affected by any subsequent acts of the 
company. 


U. S. High Court Refuses to 
Modify Incontestable Form 


WASHINGTON, D. C.—Review of 
decision of the seventh circuit court of 
appeals, holding that the bringing of 
Suits by insurance companies against 
policyholders for recovery of damages 
for fraud and deceit in obtaining policies 
is barred after a period of one year by 
the incontestability provisions of life pol- 
Icl€s, was refused by the United States 
Supreme Court. The court’s denial of 
a petition for review filed by the Co- 
lumbian National Life in effect affirmed 
the decision of the circuit court. 

The case was brought by the company 














against a policyholder who, it charged, 
while suffering from diabetes, sought by 
fraud to obtain a policy which would 
become incontestable, thus enabling him 
to collect disability benefits during his 
life and rendering the company liable 
for the face amount of the policy after 
his death, 

The circuit court, in dismissing the 
complaint, held that the company could 
not maintain action brought more 





than a year after issuance of the pol- 
icy, since to do so would represent an 
indirect attempt to deprive the insured 
of the protection of the incontestability 
clause. 

The company, in appealing to the Su- 
preme Court, explained that the policy 
was not in jeopardy and that it sought 
merely to compel the insured to make 
good the added cost of insuring him 
which resulted from the fact that, when 





§ 





he took the policy, he was not in the 
condition of health which he represented 
himself to be. 


Owen Speaks in Newark 


E. W. Owen, Detroit manager of the 
Sun Life of Canada, spoke on “Power 
of Action” at a meeting of the Newark 
agency under the direction of Manager 
Ernst C. Hoy. 





Income lor Lite 


FOR HUSBAND 
AND WIEP ¢ 


: your wife in your retirement 
picture? 


After sixty-five you will receive a 
life income, if you are employed in an 
industry included in the Govern- 
ment’s Social Security plan. But if 
you do not reach sixiy-five, the bene- 
fits your wife will receive from this 
source will be small—too little to give 
her a life income or to take care of 
dependent children. 


You can provide a retirement in- 
come for your wife; you Can increase 
your own life income; you can pro- 
vide protection for your children — 
all by means of a single life insurance 
contract, the John Hancock Selective 
Security Policy. 


It is especially designed to supple- 
ment Social Security payments or 
to provide an independent fund for 
those not entitled to these benefits. 
It provides flexible protection for your 
wife, that she can turn into income if 
she so desires. 


Get the full story of this modern, 
increasingly popular retirement plan 
... told completely... authoritatively 


... in a booklet we shall be glad to 





send you. It covers all angles of this 
important problem. It will help you 
determine how much additional in- 
come you and your family will need. 
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It will show you how to prepare for 
a happy retirement, not a mere exist- 
ence. Send for it ~ right now. 


ARERR Ie ME a SRE BR Ek a 


DepartMentT 2 
Joun Hancocx Murvat Lirg Insurance Co. 
Boston, Massachusetts 


Please send me your booklet, “Selective 
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National Association Trustees in New York 








Top row (left to right)—O. Sam Cummings, Dallas, president National association; H. A. Hedges, Kansas City; J. S. Myrick, 
New York City; H. J. Johnson, Pittsburgh, vice-president, and T. M. Riehle, immediate past president. 


Second row—W. M. Duff, Pittsburgh; R. L. Jones, New York City, treasurer, M. L. Hoffman, assistant managing director, 


and C. J. Zimmerman, Chicago, secretary. 


Third row—L. O. Schriver, Peoria, past president, and R. B. Hull, managing director; J. Hawley Wilson, Peoria; Isadore 
Samuels, Denver; E. W. Owen, Detroit; F. B. Summers, Boston. 








O. Sam Cummings Lights in 
Dallas for a Spell 





O. Sam Cummings, president National 
Association of Life Underwriters, has 
returned to his home in Dallas, where 
he will remain until after the holidays. 
Then he will go on the road again. He 
has traveled 18,000 miles since being 
elected president of the National asso- 
ciation in August. He was in Chicago 
Tuesday attending a life insurance 
luncheon. 

On Monday he had a busy day in 
Milwaukee. He addressed a meeting of 
the Milwaukee Life Underwriters Asso- 
ciation at noon. Then he had a confer- 
ence with the board of directors of the 
association. Later in the afternoon he 
addressed a meeting of the Kansas City 
Life Wisconsin organization, which was 
being held in observance of the tenth 
anniversary of L. E. Madden as Wiscon- 





sin general agent. Mr. Cummings is 


Texas state manager for Kansas City 
Life. 

In the evening he addressed a meet- 
ing of the General Agents & Managers 
Association of Milwaukee. He went to 
Milwaukee from Montreal where he ad- 
dressed a sales congress. Before that 
he had been in New York attending the 
meeting of the Life Presidents Associa- 
tion and a meeting of the trustees of the 
National Association of Life Under- 
writers. 


Organize Eastern Millionaires 


John E. Clayton of Newark has been 
appointed chairman of a committee to 
form a permanent organization of Mil- 
lion Dollar Round Table members in the 
east. The trend of taxation as it affects 
life insurance and estate distribution will 
be given marked consideration at its 
meetings. 

Mr. Clayton is past president of the 
Life Underwriters Association of North- 
ern New Jersey and is new chairman 
of its legislative committee. 











Baseball Players Buy Life 


Insurance, Says Joey Kuhel 





KANSAS CITY—The young under- 
writers’ group here interviewed! Joey 
Kuhel, first baseman for the Washing- 
ton Senators and a former Kansas City 
Blues’ star, regarding what baseball 
players do with their money. Larry 
Eckerle of the Connecticut Mutual, han- 
dled the interview. 


Invest in Lump Sums 


Baseball players invest their money in 
lump sums, Mr. Kuhel said, because 
they make it that way. Consequently, 
annuities and single premium policies 
appeal to them. They are paid on the 


basis of so much per year during the 


154 day season. The majority of base- 
iball players buy life insurance with their 
money, Mr. Kuhel observed. Mr. Kuhel, 
who is 30, has $30,000 of life insurance, 
he said. 


J. T. Hutchinson, Federation 
Secretary, Is Retiring 





Veteran Trouper Quits Circyj 
—National Legislative Organi. 
zation May Be Dismantled 





NEW YORK.—John T. Hutchinsoy 
secretary of the Insurance Federation o 
America, has announced his retirement 
from active duty, effective Dec. 31. Mr 
Hutchinson will retire to his native 
Waterville, O., a suburb of Toledo, to 
enjoy, as he puts it, “the pleasures oj 
loafing.” 

The advisory committee of the Fed. 
eration has not yet considered plans for 
the future nor has it thought of any 
successor to Mr. Hutchinson. 

The dismantling of the parent body 
will have no effect on the state federa. 
tions, as they operate as independent 
entities, the national organization not 
assuming jurisdiction over them. Some 
state federations are very potent, such 
as Minnesota, Illinois, Pennsylvania, 
New York, Ohio and Massachusetts, 


Trouper of Insurance Circuit 


One of the best known insurance men 
in the country, Mr. Hutchinson has been 
a veritable trouper of the insurance cir. 
cuit. In the course of his long career 
with the Federation he has covered more 
than 250,000 miles visiting agents, field 
men and public officials in every state, 
Mr. Hutchinson grew up with the Fed- 
eration. He was appointed assistant 
secretary when the National Federation 
was organized at Cincinnati in 1911, 
Until 1911 he worked out of national 
headquarters in Detroit. In the latter 
year the Federation was incorporated in 
Hartford under Connecticut laws and 
Mr. Hutchinson was elected secretary, 
He has held that position ever since. 
An old newspaper and publicity man, 
Mr. Hutchinson worked on newspapers 
in the middle west, covering “beats” in 
Detroit, Chicago and St. Louis. 

For the Federation Mr. Hutchinson 
made traveling a feat. There were times 
when he covered as many as 8,000 miles 
in a single month. Much of this was by 
automobile, and cars and drivers were 
often furnished by local agents inter- 
ested in his work. An agent in one area 
would often drive him throughout the 
district for interviews with other agents. 
Then Mr. Hutchinson would be turned 
over to still another agent in another 
district and the process would repeat 
itself. 

Even travel palls, however, as Mr. 
Hutchinson will bear witness. It con- 
stitutes one of the major reasons why 
he wished to retire. “I am now 70 years 
old,” he says, “and @ fellow gets tired 
of chasing around the country. The 
scenery gets less alluring and carrying 
six or seven grips makes you more 
tired than it used to. I am sorry, of 
course, to leave my work because there 
is lots left to do. But right now, my 
boyhood home in Ohio looks pretty in- 
viting to me.” 





Irons Wins Salary Suit 


ATLANTA—L. A. Irons, deputy in- 
surance commissioner of Georgia in 
1933-1935, has won his salary suit 
against W. A. Harrison, comptroller 
general. 

Under a supreme court ruling Mr. 
Irons will get back half of the $700 
back salary he sued to collect. The court 
ruled that as there was a general 22% 
percent reduction of all appropriations 
in 1934, he could not collect for that 
year. He complained that his salary of 
$3,000 per annum, fixed by the legis- 
lature, was reduced 10 percent in con- 
nection with a general reduction by the 
comptroller general of all office salaries. 
Mr. Irons resigned as chief deputy 
commissioner in July, 1935, to become 
executive vice-president of the new 





Southern Life of Atlanta. 
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Large Turnout for 
' Mid-Year Parley 
‘of the “Ad” Men 


Use and Possibilities of Ad- 
vertising Are Weighed in 
N. Y. Session 








By DOROTHY B. PAUL 
NEW YORK.—A splendid attend- 


' ance marked the mid-year meeting of 
the Insurance Advertising Conference 


here. Arthur A. Fisk, Prudential, presi- 
dent of the conference, opened the gen- 
eral session. He reported that at the 
annual meeting of the Association of 
National Advertisers, of whose insur- 


' ance group he is chairman, insurance 
advertising was commended for its ad- 


herence to truth and the high standards 
maintained in its copy. 

In the general session it was voted to 
amend the constitution, allowing for 
four members of the executive commit- 
tee instead of three. 

The use and possibilities of advertis- 
ing were the theme of the meeting. A. 
H. Reddall, Equitable Society, presided 
over the life group meeting, He said 
that insurance trade journals are the 
clearing house for advertising and that 
the aim of advertising managers is to 
seek the most advantageous use of ad- 
vertising. 

C. M. Cartwright Is Heard 


C. M. Cartwright, managing editor 
NaTIONAL UNDERWRITER, spoke on this 
point. There is more interest today, 
he said, on the part of the public in the 
companies in which they are policyhold- 
ers than there was before the depression. 
He traced the development of advertis- 
ing copy from the early days up to the 
present and said that what is needed 
today is more streamlined advertising 
copy. It should not only interest agents 
of its own company, he said, but should 
create good-will among agents of other 
companies. It should be vital, have color 
and human interest. 

T. J. Kane, president of the “Spec- 
tator,” stressed the point that advertis- 
ing should build public relations and 
strengthen the morale of the agent. 
Donald Clark, editor “Life Insurance 
Selling,” reiterated Mr. Kane’s point 
that the agent should be built up and 
sold again and again on the idea of life 
insurance. 

Frank Burns of “Forbes Magazine” 
asserted insurance should sell itself as 
an industry to the public. 

‘President Fisk, before the conclusion 
of the meeting, presented an analysis of 
the subjects to which life insurance has 
devoted itself in advertising. These 
topics are pure protection, history, con- 
servation, statistics, case records, policy- 
holders’ opinion, cost of insurance, re- 
tirements and educational benefits. 


Tested Seller Speaks 


Following the luncheon, Elmer 
Wheeler, president Tested Selling Insti- 
tute, spoke on “Tested Selling Sentences 
—Word Magic.” Behind each sentence 
must be simple sales psychology, Mr. 
Wheeler said. Fancy words attract too 
much attention to the owner, not to the 
Product. Simple sentences are effective 
when they tell the customer the benefit 
he will get and give dramatic proof of 
that benefit, One of the points Mr. 








GENERAL AGENCY MAN 


Man under 40 with eight years successful experi- 

ence as agent and manager wants general agency 

pete Missouri-Kansas. Immediate action 
‘sSary. 


ADDRESS G-80, NATIONAL UNDERWRITER 














Heads Home Office Life 


Underwriters Association 








H. F. LARKIN 


At its annual meeting in New York 
City the Home Office Life Underwriters 
Association elected H. F. Larkin, vice- 
president Connecticut Mutual Life, pres- 
ident. Mr. Larkin entered the actuarial 
department of the Connecticut Mutual 
in 1906 after graduating from Yale Uni- 
versity. He became assistant actuary in 
1917, assistant secretary in 1918, secre- 
tary in 1920, second vice-president in 
1925 and vice-president in 1926. 








Wheeler stressed was “It’s all in what 
you say in the first 10 seconds.” An- 
other point he stressed for salesmen is 
always to prove the statements made. 
Thirdly, always ask a question that gets 
the answer wanted. 

“It is all in how you say it and the 
way you Say it, as well as in what you 
say. Don’t think so much about what 
you want to say as what your prospect 
wants to hear,” Mr. Wheeler concluded. 





Nowotny’s “App-a-Week” Record 

The Minnesota Mutual Life recently 
appointed George E. Nowotny as gen- 
eral agent with headquarters in the No- 
wotny building, New Braunfels, Tex. 
For the previous ten months Mr. No- 
wotny was district agent for the same 
company, dividing his time between San 
Antonio and New Braunfels, and pre- 
vious to that he was for many years 
general agent of the Amicable Life in 
New Braunfels. 

In the Nov. 1 issue of the Minnesota 
Mutual Life’s monthly magazine, “Ap- 
plication,” Mr. Nowotny appeared in the 
App-a-Week Club roster as having com- 
pleted 525 weeks (10 years) of consecu- 
tive weekly production as of Oct. 16, 
1937. This App-a-Week Club record 
started back in 1927 when Mr. Nowotny 
was with the Alamo Life, later merged 
with the Amicable Life, the Minnesota 
Mutual accepting his record from his 
former company. 


———_——. 


Kendrick Opens Law Office 


W. R. C. Kendrick, former Iowa com- 
missioner, has returned to Des Moines 
from Omaha to establish a general law 
practice with offices at 431 Insurance 
Exchange building. For four years he 
has been with the Federal Land Bank, 
Omaha, as attorney in charge of the 
title division. Mr. Kendrick was Iowa 
commissioner 1923-1926, when he became 
first vice-president and general counsel 
Royal Union Life. He left Des Moines 
when the Royal Union was reinsured by 
the Lincoln National Life. In 1925 he 
was president of the National Associa- 
tion of Insurance Commissioners. He 
had six years’ service in the office of the 
Iowa attorney-general and was special 
counsel to the insurance department. 








IT TAKES ALL 3 
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THANKS, BMA 


YOU’LL MAKE CHRISTMAS 
MERRIER BY PROVIDING 
COMPLETE PROTECTION! 





ACCIDENT — HEALTH 
LIFE INSURANCE 


B. M. A. salesmen in every section have played an 
important part in making this Christmas merrier for 
thousands of policyowners. That's because they have 
provided their customers with the ease of mind that 
comes with having complete protection against all forms 
of income loss. 

B. M. A. salesmen too, will have a merrier Christmas 
a they will enjoy the rewards of ever increasing 
sales. 

Yes, they have found it very much to their advantage 
to offer Complete Protection, which must include Acci- 
dent, Health and Life Insurance. 

W. T. Grant, President 


J. C. Higdon, Vice-President 
In Charge of Sales 


BUSINESS MEN'S 


ASSURANCE CO. 


KANSAS CITY, MO. 
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Manager Knows Where He 
Stands with Cummings’ Plan 





NEW YORK—Widespread interest 
has been aroused by the manage- 
ment control plan of O. Sam Cummings, 
general agent Kansas ‘City Life at 
Dallas and. president National Associa- 
tion of Life Underwriters, and analysis 
and plan sheet that he has worked out. 
His system includes; complete bugetary 
control not only of agency finances 
but of time and effort. He spoke here 
last week and has talked before a num- 
ber of managerial gatherings. 

By following this plan Mr. Cummings 
knows exactly where he has been, where 
he is now, where he is going and what 
is probably the best way of getting 
there. Perhaps as important as any- 
thing, the system shows what should 
not be attempted. Facts and figures 
stand out too plainly to permit experi- 
mentation that is doomed to failure on 
the basis of actual data on hand. Thus, 
the agency head can concentrate his 
creative imagination on such channels 
as his records indicate with, for him, a 
reasonable chance of success. 


Can Be Unorthodox 


Secure in the knowledge of the exact 
facts applied to his own particular situa- 
tion, Mr. Cummings is not afraid to be 
unorthodox where his figures indicate 
that it would be wise for him to depart 
from the accepted system of agency 
management. For example, because of 
Texas’ size, one of his branch offices is 
many hundreds of miles away from 
Dallas. Through his accurate system of 
cost-accounting, Mr. Cummings knows 
it takes the profit on $90,000 of business 
for him to make the trip from Dallas 
to that city and back. Consequently, 
he visits that particular branch only 
once every two years, while an assistant 
from Dallas makes the trip once a year. 

Conceding that such methods of re- 
mote control might shock those wedded 
to the conventional, Mr. Cummings con- 
tends that he would rather operate on a 
profitable basis than conform with tra- 
ditions. 


Charting Depression Course 


How figures can help in charting a 
course is shown by Mr. Cummings’ ex- 
perience during the depression. The 
problem was how to increase agent’s in- 
come during the ensuing year. It was 
particularly important to pick the right 
method because, with business conditions 
as they were, choice of an impracticable 
plan would have wasted much time and 
effort, would have failed to help the 
agents and consequently many of them 
probably would have been forced out of 
the business. 

Possible choice of avenues on which 
to concentrate included more applica- 
tions per man, larger average policy or 
larger average premiums. Common- 
sense appraisal of the situation, backed 
up by the figures, indicated that efforts 
to increase the number of policies or 
their average size would be largely 
futile. On the other hand, the outlook 
for larger average premiums looked 
fairly favorable. Concentrating on a 
drive for larger average premiums, the 
agency attained a result equivalent to a 
60 percent increase in volume. 


Invested in Bonus Plan 


Mr. Cummings’ figures also showed 
him that during the bottom of the de- 
pression unless a good many of his 
agents were able to make a higher rate 
of commission than customary, they 
would have to quit the business and at 
a loss not only to themselves but to the 
agency. Consequently, for that period, 
Mr. Cummings set up a bonus system 
for his agents to which he devoted one- 
half of his overriding commission. This 
proved to be a very prudent investment. 


Records have also been valuable in 





handling new agents. It was found in 
the Cummings agency that 87 percent 
of new m2n who were ever going to 
produce any business did so in their 
first three months. Consequently, five 
years ago Mr. Cummings decided to 
stop worrying about the good men he 
might lose by not keeping new produc- 
ers more than three months. He would 
rather lose a good man _ occasionally 
through this policy because his records 
show that it is more profitable to follow 
this plan. 

The forms used by Mr. Cummings 
were presented in THE NATIONAL UNDER- 
WRITER in the issue of Nov. 26. 


Advantages of Funded Life 
Insurance Trust Are Cited 


By Harris Bank of Chicago 


“Estate and Tax News,” which is pub- 
lished by the Harris Trust & Savings 
Bank, Chicago, cites the advantages of 
an irrevocable funded life insurance 
trust in the light of a recent decision 
holding that the securities that are tied 
to the insurance policies under the setup 
are not subject to estate tax. The recent 
decision was in First National Bank of 
Birmingham, Exec. Estate of Sanson, 36 
B. T. A. No. 112, decided Oct. 15, 1937. 

“A funded life insurance trust may be 
established by transferring policies of 
life insurance and securities (the income 
from which will be sufficient to pay the 
insurance premiums) to a trustee,’ Har- 
ris Trust observes. 


Advantages Noted 


“Such a trust has certain advantages. 
The trustor is relieved of all details in 
paying premiums; experienced manage- 
ment is provided for the securities dur- 
ing the lifetime of the trustor; and after 
the death of the trustor, the life insur- 
ance proceeds and the original securities 
are managed as a unit for the benefici- 
aries. 

“If the trust is irrevocable and not 
created in contemplation of death, 
neither the life insurance proceeds nor 
the securities will be included in the 
gross estate of the grantor for purposes 
of the federal estate tax. Hithero, there 
has been some doubt upon this point. 
Some authorities have suggested that 
since the income is considered as the 
grantor’s for purposes of federal income 
tax, it should also be considered as his 
for purposes of federal estate tax. In 
such a case the securities would be tax- 








Leads Prudential Agents 
for First 10 Months 





STANLEY S. FRANKEL 


Stanley S. Frankel of the Frankel 
Brothers agency of the Prudential in 
Cleveland led the field of more than 
2,000 agents of that company in new 
paid-for insurance for the first 10 
months of 1937. Mr. Frankel, now 29 
years of age, began his life insurance 
career in 1930, becoming manager in 
charge of all life sales for the agency in 
1933. 








able as a transfer intended to take effect 
in possession or enjoyment at death. 

“In a recent case the government at- 
tempted to apply this argument. The 
decedent had created an_ irrevocable 
funded life insurance trust on April 16, 
1932. A part of the income of the 
securities was used for the payment of 
premiums on insurance on the grantor’s 
life, and the government contended that 
the securities were therefore subject to 
estate tax. The board of tax appeals, 
however, held that inasmuch as the poli- 
cies were completely assigned to the 
trust no basis for estate tax existed. 

“If Congress, the board said, intended 
that payment of premiums on life in- 
surance policies on the life of the de- 
cedent but owned by a trust should sub- 
ject the corpus of the trust to estate tax 
as a part of a decedent’s gross estate, it 
would have been more specific in the 
wording of the statute.” 


J. M. Hart, representing the Metro- 
politan Life at Albemarle, N. C., has 
been promoted to assistant district 
manager at Lexington, Ky. 

Don Harris, representative with the 
Prudential at Spencer, Ia. for four 
years, has been transferred to Cedar 
Rapids, Ia., as assistant district man- 
ager. 





Millionaires Meet in New York 











Among those at the New York luncheon for local members of the Million Dollar 
Round Table were: (left to right)—Paul Sanborn, Boston; Jack Lauer, Cincinnati, 
chairman of the round table, and Felix U. Levy, New York City. 








Change in Savings Bank Li}, 
Insurance Plan Proposed 


Massachusetts Legislative Con, 
mittee Report Urges Prope 
Tax, No State Sales Effort 


BOSTON — Recommendations thy 
the office of the Savings Bank Life Jy. 
surance be removed from the Massachy. 
setts state house and that the deputy 
commissioner of savings bank life jp. 
surance devote himself exclusively to a4. 
ministration of that division and leay 
the selling of insurance to the saving 
banks concerned, are contained in repon 
of a special recess legislative commis. 
sion filed with the general court. The 
commission has been investigating rulg 
and regulations of the state departments 
boards and officials. Senator D. W 
Nicholson, Wareham, is chairman. 

A supplemental statement accom. 
panies the report, written by a member 
of the special committee, W. A. Me. 
Carthy, of the P. F. Clark agency, John 
Hancock Mutual Life, Boston, specially 
endorsed by Representative P. G. Boy. 
ker, a member of the committee. 


Makes Recommendations 


Mr. McCarthy recommends that rule 
for conduct and administration of the 
savings bank life insurance division be 
drafted by the insurance commissioner, 
subject to approval of the legislature; 
that the division be moved from the 
bank commissioner’s office in the state 
house to some location outside as a rep- 
resentative of the bank commissioner 
told the commission that the bank con- 
missioner had nothing to do with over. 
seeing the division and its presence in 
his office seemed inappropriate; that the 
deputy commissioner of savings bank 
life insurance devote himself entirely to F 
the administration of that division and § 
“discontinue preparing or promulgating 
radio broadcasts and publishing litera- 
ture in an attempt to sell savings bank F 
life insurance. These are the duties of F- 
the banks handling this insurance, just 
as they are the regular duties of com- 
panies who sell regular insurance. 


Suggests Another Change 


_“I recommend,” Mr. McCarthy con- 
tinued, “that legislation be instituted to 
place the appointment of the deputy 


ernor and council. Under the present 
law the deputy commissioner is ap 
pointed and may be removed by the 
trustees of the general insurance guat- 
anty fund, subject to the approval of the 
governor and council. As the deputy 
commissioner is a state official, it seems 
appropriate that the power of appoint 
ment and removal should be in the 
hands of the governor and council. 

“I recommend legislation imposing on 
the life insurance department of sav: 
ings banks the same tax schedule as 's 
now imposed on insurance companies. 
The legislature has been trying to find 
ways and means of raising additional 
revenue, The insurance departments of 
savings banks are now taxed only as are 
savings ‘banks. They should be taxed as 
are all life insurance companies, which 
would mean a decidedly greater revenue 
to the commonwealth.” 


Sullivan Detroit Speaker 


DETROIT—John A. Sullivan, Chi- 
cago, vice-president in charge of the 
life department of the Great Northern 
Life, addressed the Detroit Accident & 
Health Association’s meeting Tuesday 
on “Health and Accident as Related 10 
Life Insurance.” Mr. Sullivan was fot 
15 years a producer for the Northwest- 
ern Mutual before joining the Great 
Northern in 1912. Six years later he 
became vice-president of the company. 

A musical program was supplied by 
the entertainment committee, headed by 
Frank Walton, Mutual Benefit Health 
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Manufacturers Life 
Saginaw Unit Is Praised 








P. C. BURNS 


Saginaw branch of the Manufacturers 
Life, covering the semi-rural territory of 
central and northern Michigan, had the 
distinction of leading all 70 agencies of 
the company’s organization in November 
paid-for business. In carrying off this 
honor, which usually goes to a metro- 
politan branch such as Philadelphia, 
Montreal, Chicago, Calcutta or Bombay, 
or to a large territorial agency like South 
Africa, Manager P. Burns and his 
associates added to a list of achieve- 
ments. The branch established itself 
among the half dozen monthly leaders 
earlier in the year; it reached second 
place in October and now has topped 
the list. 

In 1936 Mr. Burns’ organization won 
the president’s trophy for the greatest 
all-round agency development, bringing 
it back to this continent after four years’ 
sojourn in fields abroad. The branch 
substantially exceeded its paid allotment. 
In the 11 months of 1937 it has sur- 
passed its 1936 total by $600,000. 


Ability to Interest Agents 


Mr. Burns has the ability to make his 
men as interested in the agency’s prog- 
ress as he is. He spends little time in 
his office in Saginaw but is constantly 
traveling throughout his territory en- 
couraging and stimulating his men and 
working with them. 

He has made consistent production the 
byword among his associates, Continual 
emphasis on application-a-week produc- 
tion and monthly qualification for the 
personal honor roll has brought excel- 
lent results. M. C. Palach of Ubly, 
Mich., for instance, has never missed a 
month of paying for at least $10,000 of 
new insurance since he came into the 
business 10 years ago. 

In number of men on this honor roll 
Saginaw has led all agencies five months, 
been second two months and third four 
times this year. 

Mr. Burns is a director of the Michi- 
gan State Life Underwriters Association 
and immediate- past president of the 
Saginaw association. In 1934 he was 
one of a group of 12 leaders chosen to 
confer with the Michigan commissioner 
on the department’s policies and future 
legislation. 


Baldwin to Colorado Life 


Former Union Mutual Superintendent 
of Agencies Familiar with Colorado 
Territory 











DENVER—W. L. Baldwin, formerly 
superintendent of agencies Union Mu- 
tual Life, has been named vice-president 
in charge of agencies by the Colorado 
Life. Mr. Baldwin plans to take his 





Building-Loan Groups Can’t 


Sell Annuities in Wisconsin 





MADISON.—Holding that building 
and loan associations in Wisconsin can- 
not sell annuity contracts under the 
present statutes, Attorney-General 
Loomis of Wisconsin has ruled that such 
associations cannot act as agents for life 
insurance companies in the collection of 
premiums. The opinion was rendered 
at the request of the state banking de- 
partment relative to a plan whereby a 
building and loan association would 
handle the premium of insurance that 
would automatically pay up the building 
and loan contract of the insured at death. 

The statutes prohibit corporations 
from being licensed as an agent for any 
insurance company for the purpose of 
collecting premiums. Consequently, Mr. 
Loomis pointed out, a building and loan 
association being such a corporation can 
not act as such agent. In addition, the 
statutes except from the definition of 
agents one who receives no compensa- 
tion for his services. Building and loan 
associations would be indirectly com- 
pensated for their services in handling 
insurance premiums under the proposed 
plan by which their contracts are auto- 
matically paid up by the death of the 
insured. 





Fights Trading Stamp Insurance 


Commissioner Hunt of Pennsylvania 
has appealed to the federal circuit court 
of appeals in Philadelphia for an order 
setting aside a district court injunction 
restraining him from interfering in the 
operations of the Public Mutual Benefit 
Foundation of Union City, N. J. 

This concern issued “certificates of 
benefit” to holders of $100 worth of 
trading stamps in stores in Scranton, 
Pa. Federal Judge Watson ruled that 
Public Mutual Benefit is not an insur- 
ance organization and does not come 
under the insurance laws. Commis- 
sioner Hunt contends that the “certifi- 
cates of benefit” are not worth the pa- 
per they are written on so far as legal 
enforceability is concerned.” 








post Jan. 1, but will arrive in Denver 
from Portland, Me., about Dec. 15. 

Mr. Baldwin has had wide experience 
in life insurance. Before joining the 
Union Mutual he was for 15 years con- 
nected with the Reliance Life in Den- 
ver. 





B. M. A. Building Bombed 


KANSAS CITY — The _ Business 
Men’s Assurance building was bombed 
Dec. 3. Approximately 185 windows 
were shattered, but no one was injured. 
For about 10 weeks the building service 
employes have been on strike. The 
Building Owners & Managers Associa- 
tion of Kansas City posted a $250 re- 
ward. 

The news of the bombing went out 
over the Press Radio Bureau, and the 
company received queries from agents, 
along with newspaper clippings, from 
various parts of the country. 





Attack Distribution Order 


LINCOLN, NEB.—Dismissal of the 
appeal of policyholders from an order 
of Insurance Director Smrha requiring 
distribution of certain funds is asked by 
the Royal Highlanders. The company 
says no final order from which an ap- 
peal can be taken has been entered. It 
also takes the _ position that Mr. 
Smrha, in approving the transformation 
from a fraternal to a mutual, did all he 
was authorized to by statute, and that 
he was without authority later to direct 
distribution. The matter of distribution 
it is contended, now rests with the di- 
rectors, who have not yet taken final 
action but will submit plans for distribu- 
tion when their labors are finished. 


Sales are easy with settlement option 
slide rule. Instructions included. $1.50. 


Order from National Underwriter. 
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Every Monday morning of the year, the 
LNL field man receives his copy of the 
Monday Morning Message. This up-to-the- 
minute bulletin offers one timely suggestion 
each week on a current life insurance sales 
opportunity — business insurance, modern 
protection plans, current closes, approaches, 


sales talks, are a few of the topics covered. 


Every Message helps LNL men sell. 
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IN NEW YORK CITY FOR LIFE PRESIDENTS’ MEET 


Top row (left to right)—R. L. Daniel, Texas commissioner; John H. Evans, vice- 
president Ohio National Life; Sidney W. Souers, executive vice-president General 
American Life; (inset) W. P. Coler, vice-president American United Life; Allen 
May, general solicitor General American Life. 


Second row—Mrs. W. W. Chambreau, Washington, D. C.; Mr. Chambreau, tax 


SIDELIGHTS ON PRESIDENTS’ MEET 


(CONTINUED FROM PAGE 1) 


makes them particularly useful to their 
country. 

Another tradition followed at the presi- 
dents’ meeting is to invite the president 
of the National Association of Insur- 
ance Commissioners to speak. This year 
George A. Bowles, Virginia commis- 
sioner, occupied that position. He has 
been supervising official since 1930 and 
for a number of years served in the Vir- 
ginia house of representatives. Mr. 
Bowles got off on a good start with his 
cordial manner and some airy persiflage. 
He said, for example, “There is a trend 
pervading in this country at present to- 
ward dictatorship. I want to say to my 
friends here that there may be a trend, 
but before that happens Virginia will 
supply whatever it takes to stop it.” He 
told a Negro story and then said that 
he was “delighted to look into your 
faces. If Will Rogers were here he 
would tell you probably that some of 
your faces needed being looked into.” 

Another tradition that is always fol- 
lowed is receiving greetings from the 
Canadian Life Officers Association, the 
American Life Convention and the Na- 
tional Association of Life Underwriters 
through their presidents. H. R. Wilson, 


vice-president American United Life of 
Indianapolis, was the first speaker rep- 
resenting the American Life Convention. 
He is one of the well known officials of 
the west and brought greetings from his 
association. He said that the Presi- 
dents’ Association and the American Life 
Convention have been referred to as 
“sister organizations,’ and “brothers,” 
but he now proposed that there be a 
marriage ceremony performed. 

Mr. Wilson said that the Association 
of Life Insurance Presidents is an or- 
ganization of 60 companies representing 
82 percent of the business. The Ameri- 
can Life Convention has a membership 
of 144, Mr. Wilson declared, which rep- 
resents 33 percent of the total business. 
This apparent discrepancy, he explained, 
is due to the fact that many of the A. L. 
C. companies are members of the Presi- 
dents’ Association. He said: “Striving 
toward the same ideal, it is easier of 
accomplishment through free exchange 
of ideas, records and experience. Our 
ultimate aims are the same. We have 
much in common.” 

G. W. Geddes of London, Ont., ac- 
tuary and general manager of the North- 
ern Life of that city, evidently does not 
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consultant; J. M. Miller, Chicago, general counsel Woman’s Benefit Association; 
(inset) Harry Poor, attorney, Knoxville; T. L. McCullough, president Praetorians; 
Farrar Newberry, secretary Woodmen of the World. 

Third row—A. H. Hoffman, president Yeomen Mutual Life; W. H. McBride, vice 
president National Life & Accident; E. A. Smith, Jr., Pacific Mutual Life; C. S. V. 
Branch, second vice-president Sun Life, Canada; Nelson Hadley, former head of the 
life division New York department; F. J. De Celles, Massachusetts commissioner. 


follow conventional lines even in well 
charted Life Presidents’ meetings. He 
is ingenious, possessing an unusual gift 
of wit. He spent two years in the 
United States as assistant actuary of the 
Continental American Life. He spoke 
of his residence in the United States, 
saying that his wife was born and reared 
near Baltimore, but he added she has 
never shown any inclination of wishing 
to make a change of partner. Speaking 
further, he said: “I see no events that 
are transpiring or in the offing that are 
to interfere with the true course of mat- 
rimonial bliss. I do not think we need 
to fear any rift in international comity.” 

Mr. Geddes announced that he was 
in New York purely for social reasons 
and was not attempting to make any in- 
vestigations, again playing on the Duke 
of Windsor. He took considerable lib- 
erty with the distinguished presidents in 
referring to them as “moguls.” He 
brought in the characterization in this 
fashion: “I suppose I should be in great 
awe, standing before the moguls of life 
insurance that I see here, the captains of 
the greatest body of men in this country 
or even in the world. Somehow or 
other, I don’t seem to feel that way. 
Perhaps, as Commissioner Bowles said, 
some of your faces do need looking into, 
but I certainly fail to see any evidence 
of any brain power that would make a 
person afraid to stand here. In fact, I 
don’t think I ever gazed into a sea of 


more uninteresting looking faces on any 
occasion. When I look out on you, | 
ask myself, ‘What have these fellows 
got that I have not?’ And even with the 
intelligent humility which Chairman 
Nollen asked us to cultivate, truth com- 
pels me to answer, ‘Nothing very 
much,’ ” 


Tore Up Copy of His Address 


At this point Mr. Geddes stated that 
he had a copy of his address in his 
pocket but he took it out and tore it up, 
saying that he thought he would read 
talk that was carefully prepared by & 
Leighton Foster, general counsel of the 
Canada Life Officers Association. Mr. 
Geddes carried this bit of substitution 
through in an ingenious manner becaust 
now and then he would stop and pretend 
not to be able to make out a word of 
was dubious as to some phrase. For 
instance, he ran across “viz,” and added 
“Now what does that mean?” 

Mr. Geddes said that at the end of 
last year insurance in force in Canada 
was $6,590,106,403, being an increase 0 
$158,000,000 over the year before. 
it accelerates at the same rate this yeat 
life insurance in force in the Dominion 
at the close, he said, will exceed that of 
any previous year. New business dur 
ing October this year was nearly 15 per 
cent greater than the corresponding 
month last year and the sales for the 
first 10 months are 8 percent ahead. He 
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stated that most Canadian stock com- 
anies write both participating and non- 
participating policies. Although they are 
permitted by law to take up to 10 per- 
cent of the profits from their partici- 
pating funds for their stockholders, dur- 
ing the past decade policyholders in 
such companies received in the aggre- 
te 95.5 percent of the profits dis- 
tributed out of participating funds. 
There are only two Canadian life com- 
panies that are mutual companies. 
At the close of Mr. Geddes’ talk 
Chairman Nollen quoted from Woodrow 
Wilson’s couplet: 
“My face, I don’t mind it 
Because I’m behind it; 
It’s those out in front that are jarred.” 


0, Sam Cummings Speaks 


O. Sam Cummings, president National 
Life Underwriters Association, was pre- 
sented and his greetings took on the 
same aspect that he used in appearing 
before the American Life Convention’s 


' annual meeting. He said that the most 


serious problem in the field is assuring 


| the average agent a decent living income, 


not only after he has gained some pro- 
ficiency as an agent but from the time 
he enters the business. Mr. Cummings 
asked, “Need we not reexamine our 
whole sales setup in the light of condi- 
tions as they are? Need we not chal- 
lenge our procedure in every detail? Is 
it not possible, for example, that new 
influences and emphases within and from 
without our business may require some 
modification of our methods of com- 
pensating the field representatives of our 
great institution?” 

At the beginning of the Thursday 
afternoon session, Chairman Nollen an- 
nounced that the chairman of the reso- 
lutions committee was F. L. Allen, vice- 
president and general counsel of the 
Mutual Life of New York, and Presi- 
dent Walter LeMar Talbot of the Fidel- 
ity Mutual, chairman of the nominating 
committee. 


Medical Director on the Program 


Chairman Nollen in opening the pro- 
gram Thursday afternoon stated that in 
keeping with the other traditions of the 
Presidents’ Association, Dr. C. R. Chris- 
tiernin, medical director of the Metro- 
politan Life, would give the 1937 mor- 
tality trends. He has been in the medical 
side of life insurance for 25 years in one 
company. He is a past president of the 
Association of Life Insurance Medical 
Directors. Chairman Nollen asserted 
that there has been considerable dis- 
cussion as to when life begins. He said: 

.“We used to think that life begins at 
birth. Now some say that life begins 
at 40. It is a theatrical assumption that 
life begins at 8:40. Perhaps we can say 
with Browning, 

‘Grow old along with me, the best is yet 


to be 
The last of life for which the first was 
made.’ 
“The thing we are interested in is 
when death begins and how it begins.” 
Dr. Christiernin stated that he was the 
15th medical director to appear on a 
Presidents’ program. Tied in a way to 
Dr. Christiernin’s paper was that pre- 
sented by Dr. Thomas Parran, surgeon- 
general of the United States, who spoke 
on “Current Measures for Life Con- 
servation.” Chairman Nollen referred to 
im as a “career man and one who has 
devoted his active life to the cause of 
better health.” Dr. Parran in his ad- 
dress said: 


Improvement in Health 


“Dr. Christiernin has pointed out that 
Current mortality figures are extremely 
gtatitying. With the lowest general 
mortality on record; with a further de- 
cline in tuberculosis to one-half the 
amount of 15 years ago; with a further 
reduction in the pneumonia death rate; 
with no increase in the degenerative dis- 
€ases of late life; with significant im- 
Provement in the mortality of women 
from child birth; and with a great in- 
crease in efforts against syphilis one can 

nd much cause for satisfaction in the 
health record of the country. 

All of these data, however, are based 








upon past records. If medical science 
were static, past records would be a 
useful yardstick. Medical science, how- 
ever, is not static. Almost every year 
additions are made to scientific knowl- 
edge which make it possible for us to 
do more than previously was possible in 
the prevention of disease. During the 
past 15 years, which is the period over 
which you have received annual reports 
on the state of health of your policy- 
holders, many new tools for better health 
have been forged.” 


Address on Investments 


At the meeting of the Life Presidents 
it has also become a tradition to have 
some one present an investment paper. 
This year the association asked Presi- 
dent M. J. Cleary of the Northwestern 
Mutual Life to prepare this contribu- 
tion. Chairman Nollen said in his in- 
troduction that Mr. Cleary was particu- 
larly fitted for this role. He has been a 
legislator, insurance commissioner, vice- 
president of the Northwestern Mutual 
and then president. Chairman Nollen 
said that his first name is “Michael” but 
no one has ever been heard calling him 
by that name, for all know him as 
“Mike.” 

On Friday morning’s program ap- 
peared President John R. Hardin of the 
Mutual Benefit Life, who in 1932 pre- 





sented a paper on “Three Years’ Per- 
formance of Life Insurance.” There- 
fore, Mr. Hardin was asked to bring the 
statistics and achievements up to date 
and hence the theme of this meeting was 
“Seven Years of Performance.” Chair- 
man Nollen in introducing him said: 

“He carries about him an atmosphere 
of what I should call dignified cordi- 
ality. All you have to do is to look into 
his eyes and know that the milk of 
human kindness flows through his be- 
ing. He is a man who has had an 
honorable career of many years in law 
and life insurance service, and by no 
means least of all in various lines of pub- 
lic service.” The executives were very 
much interested in Mr. Hardin’s pres- 
entation. 


Public Utilities Management 


Professor Clyde O. Ruggles, who has 
the chair of public utilities management 
in the Harvard Graduate School of Busi- 
ness Administration, was presented for 
a talk on his subject. Chairman Nollen 
who is an Iowan himself stated that 
Professor Ruggles received his early 
education and his university education 
in Iowa. Professor Ruggles spoke with- 
out reference to his manuscript and was 
a most convincing talker. His manner 
was excellent, his diction splendid and 
it was soon seen that he was master of 





his subiect. Undoubtedly he presented 
many features of public utility manage- 
ment that will enable the life company 
executives to appraise their holdings of 
this character with greater accuracy. 

President M. Albert Linton of the 
Provident Mutual Life was the agency 
speaker of the convention, thus carrying 
out another tradition. Chairman Nollen 
referred to him as a “very versatile 
gentleman.’ He said that he did not 
realize until he looked over Mr. Linton’s 
record that he had so many scholastic 
attainments. Chairman Nollen said: 

“They explain more clearly his versa- 
tility and his unusual effectiveness in his 
work as a leader in life insurance.” He 
is not only president of the Provident 
Mutual but he is president of the Ac- 
tuarial Society of America. The execu- 
tives were particularly interested in Mr. 
Linton’s comment on the study being 
given by committee appointed by the 
National Association of Insurance Com- 
missioners to the practicability and de- 
sirability of constructing a new mortal- 
ity table. 

Chairman Nollen was at home in in- 
troducing Prof. O. R. Sweeney, head 
of the chemical engineering department 
of Iowa State College of Ames. Atten- 
tion was called to the fact, however, 
that Prof. Sweeney is a native of Ohio 
and received his education there. In 
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speaking of the college at Ames Chair- 
man Nollen said that it is “an institu- 
tion that stands very high in the United 
States. It is doing a magnificent piece 
of work in the agricultural field, especi- 
ally in the field of sciences.” 

One of Professor Sweeney’s charac- 
teristics is that he always wears a bow 
neck tie. In this respect he could well 
accompany President T. A, Buckner of 
New York Life, who seldom appears 
without such a cravat. Others on the 
bow tie list are H. Pierson Hammond, 
actuary Travelers; Publisher Robert 
Dearden of the “United States Review” 
and President John E. Puckette of the 
“InsuranceeField.” Professor Sweeney 
also spoke without reference to his notes 
and he spoke at great length. In fact 
the luncheon hour of 1 o’clock had to be 
postponed until almost 1:30 p. m. be- 
cause the meeting had not adjourned. 
As he got toward the end of his address 
the audience found the greatest interest 
because he told at some length the uses 
of what might be termed waste products 
of the farm. 


Three Last Session Stars 


The hall was packed to capacity at 
the opening of the afternoon session. In 
fact, there were more in attendance than 
at any other time. It was necessary to 
bring in more chairs. This undoubtedly 
will be a real lesson to the program 
makers who can save sufficient of draw- 
ing card stars to hold the audience to 
the very end. 

This year the program committee re- 
served three stars for the last session. 
The three were A. P. Sloan, Jr., chair- 
man of the board of General Motors: Dr. 
Alexis Carrel of the Rockfeller Insti- 
tute, and John Edgar Hoover of Wash- 
ington, D. C., director of the Federal 
Bureau of Investigation. 

Chairman Nollen in introducing Mr. 
Sloan said that during the morning ses- 
sion there were some enlightening dis- 
cussions on two phases of investment 
problems of life companies, public util- 
ities and agriculture. The first speaker, 
he said, would discuss another phase, 
industrial. Mr. Sloan he said, has “cer- 
tainly written a great page in America’s 
industrial history.” He was received 
with prolonged applause. 

At the close of Mr. Sloan’s address, 
Chairman Nollen said: “You know the 
greatest asset a nation has is repre- 
sented by a combination of the brains 
and hearts of the people. What a mag- 
nificent thing it is for a country like 
ours to have an industrial leader like 
that.” 


Dr. Carrel’s Notable Work 


In presenting Dr. Carrel, Chairman 
Nollen said: 

“About 32 years ago, an event oc- 
curred in this country which was of 
great gain for America and perhaps in 
a way a loss for another country, and 
yet he is a world citizen, so I don’t 
know that you can say it was a loss. 
But at that time a Frenchman, a great 
scientist, came to America, and he has 
been carving a magnificent place for 
himself in the noblest activities of our 
country. He has been recognized by 
receiving the Nobel prize awarded for 
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J. HARRY Woop 


J. Harry Wood and Oliver Thurman 
are featured in the program for the an- 
nual meeting in Atlantic City, Dec. 27 
of the American Association of Univers- 
ity Teachers of Insurance. Mr. Wood, 
who is manager of general agencies for 








OLIVER THURMAN 


John Hancock Mutual Life, will lead 
the discussion on life companies’ train- 
ing courses. Mr. Thurman, vice-presi- 
dent Mutual Benefit Life, will give an 
address “The Future of Disability In- 
come Insurance.” 








great achievements and other prizes of 
similar character.” 

Dr. Carrel’s contribution was to an 
extent rather technical and being a 
Frenchman without sufficient English 
pronunciation experience it was impos- 
sible to interpret much of his address. 
To any one who had even a smatter- 
ing of French he was intelligible. It was 
a remarkable address and had it been 
delivered in English so that a wayfarer 
could understand, it would have been 
much more pronounced in its effect. 

The last speaker was John Edgar 
Hoover. Chairman Nollen in introduc- 
ing him said: “Once in a while there is 
an occasion where discretion is the bet- 
ter part of valor. Upon advice from my 
attorney I have concluded to say ab- 
solutely nothing about Mr. Hoover or 
his subject.” 

Mr. Hoover gave a most enlightening 
talk, developing many new thoughts 
in the minds of his audience as to what 
important work in connection with the 
federal government is being done by his 
department. 

Total attendance was well over 600, 
setting a new record. 





New Omaha General Agents 


The Great Northern Life has ap- 
pointed S. S. Schahet and A. G. Reuben 
as general, agents for Nebraska and 
western Iowa, with offices in 711 World- 
Herald building, Omaha. : 

Mr. Schahet was formerly with the 
Omaha “World-Herald,” later with the 
Mutual Benefit Health & Accident. 





Tax Paid Up Policy Dividends 

WASHINGTON, D. C.—Taxation of 
dividends on paid-up life insurance pol- 
icies was one of six changes in the fed- 
eral income tax law tentatively approved 
by the house ways and means tax sub- 
committee. Its chairman stated that 
dividends on policies not paid up would 
not be affected but that the committee 
felt that dividends on paid-up contracts 
constitute real income and should be as- 
sessed as such. 





Honor Gay and Finger 


Guy J. Gay, newly appointed manager 
for the Sun Life at Seattle, and Ray H. 
Finger, whom he succeeds Jan. 1, will 
be feted at a banquet Dec. 13 to be at- 
tended by W. S. Penny, director of 
agencies. 














C.L.U. NEWS 





BISSELL TALKS ON EUROPE 


L. W. Bissell, Los Angeles attorney, 
who recently returned from a _ four 
months tour of European countries, 
spoke to the Los Angeles C. L. U. chap- 
ter on “The European Situation.” 

* Kk * 
BUSINESS INSURANCE SEMINAR 


At the Philadelphia C. L. U. meeting 
a business insurance seminar was con- 
ducted by A. V. Tisdale, Connecticut 
Mutual Life; W. A. Craig, general 
agent State Mutual Life, and A. : 
Simpler, Penn Mutual Life. 

* * * 

COOK TWIN CITIES SPEAKER 


Chartered Life Underwriters of the 
Twin Cities and their guests were ad- 
dressed at a dinner meeting in St. Paul 
Dec. 7 by Paul W. Cook, general agent 
Mutual Benefit Life, Chicago, on “Op- 
portunities for Writing Life Insurance 


Now.” <A round table discussion fol- 
lowed. 
*x* *k * 
CLEVELAND C. L. U. SCHEDULE 
At the first fall meeting of the 


Cleveland C. chapter W. P. 
Worthington, superintendent of agents 
Home Life of New York, spoke on, 
“Selling Principles Behind Program- 
ming.” An invitation was extended to 
anyone interested in professional meth- 
ods of client building. About 60 at- 
tended. 
* * * 
FORT WAYNE C. L. U. CLASS 


A dozen life men have enrolled in a 
C. L. U. training class in Fort Wayne, 
Ind., with Clyde Pierce as instructor. 





Penhale to Halifax 


J. E. Penhale, London Life superin- 
tendant at Kitchener, Ont., has been 
appointed manager of the industrial of- 
fice at Halifax, N. S 


——_~ 


Looking Around 


“T like your policy very much indeed,” 
said the procrastinator, “it’s the best I’ve 
seen—but I want to look around. There 
are lots of other companies and I might 
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RECORDS 


Occidental Life, Cal—November was 
the biggest month in history with a writ. 
ten business of $16,422,028. This was 
a gain of more than $10,000,000 over 
November, 1936, and exceeded by $1. 
000,000 best previous month, May, 1936, 
The Occidental closed November with 
more than $392,000,000 of business jp 
force, a gain of more than $100,000,009 
for the first 11 months, exceeding the 
gain for all of 1936 when the company 
advanced from $210,000,000 to $292,000. 
000. Occidental is now close to its goal 
of $400,000,000 in force by the end of 
1937. 

Approximately $45,000,000 of the in. 
force growth represents net gain from 
Occidental’s new writings since January, 
the balance having been acquired 
through reinsurance of Guaranty Life of 
Davenport in October. 

Great-West Life—In a November 
drive in honor of President George W. 
Allan a seven years’ production record 
was established. There were 2,392 in- 
dividual sales for over $8,000,000 of new 
insurance, representing a 21 percent in- 
crease over November, 1936. It was the 
best November in seven years. A sub- 
stantial gain in business in force was 
registéred, making $12,500,000 for the 
year to date. E. W. Baker, Detroit, was 
the leading producer. 


Jefferson Standard—In a campaign 
staged in November in honor of the 
birthday of President Julian Price, 
$9,000,000 in new business was sub- 
mitted, making it the best month so far 
in 1937. Applications were received from 
about 600 agents. The company has 
conducted a drive during the year to 
reach a new high mark in insurance in 
force—the goal being $371,000,000. 

For campaign stimulation Agency 
Manager Perkins divided the territory 
into three divisions headed by Superin- 
tendents of Agencies E. C. Klingman 
and M. A. White and Assistant Secre- 
tary Karl Ljung. The Klingman divi- 
sion won out by a very narrow margin. 

Ohio National—Despite the record- 
breaking production turned in by the 
field force for president’s month in Oc- 
tober, November was the largest month 
in paid-for business in the history of the 
company and the ninth consecutive 
month in which production figures of 
the previous year were exceeded. 

Northwestern National Life—A gain 
of 20 percent was made in new business 
in November. This is the fourth succes- 
sive monthly increase, the four months 
showing an aggregate increase of 18 per- 
cent over last year. Leading agencies 
for the month were White & Odell, 
Minneapolis, and the A. W.. Crary 
agency, Fargo, N. D. Fred D. Strudell 
of St. Louis was the leading individual 
producer. 

Illinois Bankers—AI1l previous month- 
ly records in written business were 
broken for Illinois Bankers Life when 
production ran 51 percent ahead of the 
corresponding month last year. This es- 
tablished a new high figure for any 
month in the history of the present com- 
pany. For the first 11 months new busi- 
ness written has run 13% percent ahead 
of the corresponding period last year. 

Canada Life—With November regis- 
istering another gain, new paid-for ordi- 
nary and group business now stands at 
$62,182,771 for the first 11 months of 
1937, an increase of $10,111,786 or 19 
percent. November is the seventh suc- 
cessive month showing a gain. 

















find out that one had a still better con- 
tract.” 

“Are you a married man?” the agent 
asked. 

“Yes, why do you ask?” i 

“Well, you didn’t wait around until 
you'd seen all the women in America be- 
fore you decided. When you met the 
one that suited, you settled the question 
then and there.” 
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To Have “Temple of Security” 




















in San Francisco. It will represent a 
minimum outlay of $275,000 and will be 
financed through sale of exhibit space to 
l individual insurance companies. The 


This artist’s sketch shows the “Tem- 
ple of Security,” insurance exhibits 
building being planned for the 1939 
Golden Gate International Exposition 








promoters plan to have a display of 
moving wall mural paintings, each one 
portraying its message of security and 
peace of mind through a particular form 
of insurance. An auditorium will pro- 
vide a setting for radio broadcasts, free 
nightly concerts and daily showings of 
insurance motion pictures. Other fea- 
tures include spacious lounge room fa- 
cilities for visiting insurance executives, 
agents and their families attending the 
exposition. 





Equitable Central Division 
Does Honor to Graham 





Central department agents of the 
Equitable Society piled up 10,414 appli- 
cations for $38,824,000 in November, an 
increase of 935 apps and proportionately 
in volume, honoring W. J. Graham, vice- 
president, in a special drive. Outstand- 
ing records were set by many agencies, 
units and individuals. 

The windup came this week at a din- 
ner in Chicago attended by Mr. Graham. 
The hosts were Chicago managers and 
assistant managers. V. S. Welch, sec- 
ond vice-president in charge central and 
western divisions, also was a_ guest. 
Others attending were E. L. Carson, 
Milwaukee manager, president Central 
Managers Association; W. V. Woody, 
Chicago manager, the vice- -president; 
D. C. Kemp, Chicago, secretary-treas- 
urer, and R. M. Ryan, Detroit manager, 
chairman executive committee “Old 
Guard,” the Equitable honor organiza- 
tion. P. B. Hobbs, Chicago manager, 
was general chairman and toastmaster, 
and K. M. Sacks, Chicago manager and 
epicure of the Chicago offices, made din- 
ner arrangements. 

E. O. Shaughnessy, assistant manager 
H. A. Sloan agency, Chicago, leading 
unit with 147 apps, presented campaign 
results to Mr. Graham. The contest was 
based mainly on number of apps, A. M. 
Embry agency, Kansas City, leading 





with 1,190 for $3,948,000. Sam Lustgar- 
ten agency, Chicago, led in volume with 
$4,700,000, there being 576 apps. Other 
leading agencies by number of apps, in 
order were: R. M. Ryan, Detroit, 750, 
$2,159,000; M. C. Nelson, Des Moines, 
680, $1,809,000; A. B. Shea, Minneapolis, 
688, $1,42500; W. V. Woody, Chicago, 
639, $3,540,000. There were 834 agents 
in the central department who wrote six 
or more apps in November. 

The second leading unit was that of 
M. A. Feuer, Lustgarten, Chicago, 131 
apps; third, F. H. Howell, Gottschall, 
Chicago, 129; fourth, A. J. Zern, Woody, 
127. 

Leading agents were: K. S. Agerter, 
Embry, 38 apps; M. L. Alberts, Woody, 
35; R. E. Grossberg, Lustgarten, 32%; 
M. E. Barry, Sloan, 35; C. E. Miller, 
Des Moines, 28%. 


Divided on Agency Schools 


Several Chicago managers and general 
agents are planning agency schools to 
recruit new men with the idea that those 
who are contemplating entering the 
business can familiarize themselves with 
life insurance before making the final 
break with their old connection. It also 
gives the general agent an opportunity to 
size up the new recruits before he gives 
them a contract. 

There is some opposition to this plan 
of recruiting. One general agent points 
out that such a course attracts what he 
terms “alibi men”—agents from other 
companies who feel the reason for their 
lack of success is due to their own com- 
pany training plan. In the majority of 
cases the agents and not the companies 
are at fault. The same general agent 
feels that good men in other businesses 
are so absorbed in their work that they 
are not willing to study life insurance on 
the side, and if they do make the break 
and leave their former positions, that 
they will want to. get into life insurance 
immediately and have an intensive train- 
ing course so that they will be able to 
get out in the field at once. 











HENRY HELPSELL 
Says ~ 


Jefferson Standard representatives utilize the 


usual Yuletide let-down to advantage .. . 


carrying out their production plans with the 


same degree of intensity and service as in all previous months . .. Decem- 


ber offers its own special advantages to reward the alert producer, and 


Jefferson Standard representatives know it. 





A JEFFERSON STANDARD POLICY 
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A. R. PERKINS—A gency Manager 


JULIAN PRICE PRESIDENT 


Jefferson Standard Life Insurance Co. 
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Ue Have AN 


INCOME-PRODUCING 
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FOR YOU, T00 
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MARCEL DREYFUS BUILT HIS 


COMMONWEALTH LIFE AGENCY 
TO A $1,500,000 ANNUAL BASIS 
IN ONLY FIVE YEARS AT 
YOUNGSTOWN, OHIO 


The Steel Mills and Banks were 
closed in 1932 when Mr. Dreyfus 
opened his Commonwealth Life 
Agency. Even the insurance com- 
pany was unknown in his city. 
These would seem to be crushing 
handicaps to most persons. But he 
knew that there was one great fac- 
tor in his favor—the support which 
Commonwealth Life gives its men 
to build profitable agencies — 
quickly. 





You can climb just as 
high with this helpful, 
growing company. For 
full details write 


J. HERBERT SNYDER, 
VICE-PRESIDENT 


MANAGER OF AGENCIES 


COMMONWEALTH 
LIFE INSURANCE COMPANY 


Home Office - LOUISVILLE, KENTUCKY 











Features of Last Session 
of Commissioners Meeting 





(CONTINUED FROM PAGE 4) 


lection of Quebec as the annual meeting 
place will mean the second pilgrimage 
that has been taken across the border. 
Some years ago the convention met at 
Toronto and was very well attended. 

Until C. Waldo Lovejoy of Maine 
started attending the convention at 
Philadelphia no supervising official of 
his state had been to a meeting for a 
long time. Mr. Lovejoy was formerly 
a local agent and served as secretary of 
the Maine Association of Insurance 
Agents. 


Robertson Made Good Impression 


Superintendent Robertson of Mis- 
souri, who was presented as one of the 
new commissioners, made a good im- 
pression. He is a splendid looking man, 
clean cut and particularly interested in 
all that is going on. 

The fraternal insurance people always 
have a sizable delegation at the com- 
missioners’ meetings. Accompanying 
the officials, there were some eminent 
attorneys representing the societies. Mrs. 
Dora Alexander Talley, head of the 
Woodmen Circle of Omaha, who is 
president of the National Fraternal Con- 
gress, headed the delegation. Foster 
Farrell, executive secretary: at the Chi- 
cago headquarters, also attended. 


Northwestern Mutual Makes 
Changes in Its Contracts 








(CONTINUED FROM PAGE 4) 


cant a wide variety of special settle- 
ments, often extending to remote and 
improbable contingencies.” He said the 
standard settlement options have been 
found satisfactory to most applicants 
and concluded that requests for compli- 
cated settlements do not originate with 
the applicant. 

All new policies dated Jan. 1, 1938, 
and thereafter will be written on revised 
forms. The changes have been made 
largely to clarify meaning. 


Gist of Policy Revision 


An important change in the settlement 
options found in the new series “CC” is 
that if the policy is payable to direct 
beneficiary in one sum because of failure 
of assured to select another mode of 
payment, then upon settlement by direct 
beneficiary, either by taking a lump sum 
or option settlement in lieu thereof, any 
contingent beneficiary previously desig- 
nated by assured without also electing a 
form of payment other than one sum 
ceases to have an interest in the pro- 
ceeds, unless such contingent beneficiary 
is redesignated by the direct beneficiary 
as his or her contingent beneficiary. 
Another change permits paying proceeds 
or the then commuted value in one sum 
where total fund is less than $1,000, or 
the instalment check for total due under 
all policies included in the settlement is 
less than $10. 


Modify Settlement Options 


A time limit is set under which pro- 
ceeds will be conserved at interest under 
option A. It distinguishes between the 
case where the contingent beneficiary 
succeeding to the settlement was desig- 
nated by assured and where such con- 
tingent beneficiary was designated by 
the direct beneficiary. The option A set- 
tlement elected by assured may continue 
as such during lifetime of! direct bene- 
ficiary and a concurrent period of 30 
years, whichever is longer, but in case 
of an option A settlement elected by 
direct beneficiary, amount retained there- 
under must on death of direct benefi- 
ciary pass to his or her designated con- 
tingent beneficiary, either in one sum or 
under one of the options, B, C or D, 
which distribute the principal. 

In option C there is a provision that 
settlement thereunder shall be subject to 
satisfactory proof of age of beneficiary. 
Instalments tabulated under option C in 
the “BB” form were calculated on 














American Annuitant’s Ultimate 4 per- 
cent table, but in the “CC” series are 
based upon American Annuitant’s Select 
3 percent table, resulting in reduction of 
values tabulated for settlement under 
option C. 


New “E” Option Offered 


Minimum fixed instalment per month 
was changed from $4 per $1,000 to $5. 
Revised single premium forms include a 
provision effective at end of 10 years 
after issue for payment of cash value due 
assured under either option B, C or D 
as then elected by assured. An addi- 
tional mode of settlement known as op- 
tion E (dual income) is shown in the 
revised form. This provides life income, 
120 months stipulated, similar to option 
C, except that amount of monthly pay- 
ment is based on joint ages of a direct 
and a joint beneficiary, payment being 
made to direct beneficiary for life, then 
to joint beneficiary if surviving. 

The five year convertible term plan 
has been revised and a new “initial —— 
year term converting to ordinary life” 
plan adopted. The initial term period 
may be one, two, three, four or five 
years, at the end of which stipulated 
period the policy automatically converts 
to ordinary life, providing assured pays 
within grace period the ordinary life 
premium for the then age according to 
the notice sent. No reissue on conver- 
sion is required as ordinary life cash, 
loan and other values at attained age are 
tabulated in the term form. 


Term Conversion Privilege 


Conversion may be made at any prior 
time to any annual premium life or en- 
dowment plan then ini use. Conversion 
as of original date and age is not avail- 
able under the new form nor under five 
year convertible after three years. Dis- 
ability waiver will be issued with initial 
term and five year convertible term, be- 
ginning age 20 and to and including age 
54 male, 49 female, such that term pe- 
riod does not extend beyond 55 male and 
50 female. Term policies including sup- 
plementary term of the CC series issued 
with disability waiver, including limited 
conversion privilege, may be converted 
to ordinary life, including waiver within 
five years from date of issue without 
medical examination. 

The new dividend schedule on several 
popular forms is: 


S. R. E. at 65 


c——End Dividend Year———, 
Age | 5 20 
| Sars $ 5.69 $ 6.10 $ 6.70 $ 7.38 $ 8.02 
ee By i | 6.19 6.82 7.51 8.16 
| ee 5.84 6.28 6.93 7.62 8.29 
ae 5.92 6.39 7.07 7.74 8.44 
| ee 6.01 6.50 7.21 7.88 8.60 
ED sisGseas 6.10 6.62 7.35 8.02 8.76 
Sean 6.20 6.74 7.47 8.16 8.92 
| Se 6.30 6.87 7.60 8.31 9.10 
ee 6.42 7.01 7.73 8.47 9.29 
-. EE 6.53 7.15 7.87 8.63 9.48 
ae 6.66 7.29 8.01 8.80 9.69 
Bh aioe axiee 6.79 7.43 8.17 8.99 9.93 
-94 7.56 8.33 9.17 10.17 
ae 7.08 7.69 8.49 9.37 10.43 
BA cess Gan tot 8.66 9.58 10.71 
ahs sis o-e%eis 7.36 7.99 8.85 9.82 11.01 
Bie! esses 7.51 8.17 9.05 10.08 11.35 
BE cy estate 7.64 8.33 9.26 10.34 11.70 
“ 8.51 9.48 10.63 12.08 
8.71 9.72 10.96 12.51 
8.91 9.98 11.31 12.96 
9.12 10.27 11.69 13.60 
9.35 10.57 12.10 14.45 
9.60 10.92 12.56 15.38 
9.87 11.29 13.06 16.39 
10.18 11.70 138.61 179.61 
10.51 12.16 14.20 54% 
10.88 12.68 15.13 
11.30 13.26 16.29 
11.76 13.89 17.58 
12.28 14.62 19.04 
12.88 15.43 oe 
13.56 16.35 
14.36 17.78 
15.29 19.63 
16.38 21.81 


20 Year Endowment 
c——End Dividend Year———_, 
1 5 10 1 


Ag 

MO he oe $ 6.83 $ 7.78 $ 9.13 $10.68 $12.84 

= ee 6:88. 7.63. 948. 16.71: 123.86 

: en 6.92 7.87 9.23 10.74 12.88 

23 6.97 7.93 9.28 10.76 12.91 
7.03 7.98 9.34 10.79 12.92 
7:08 8.04 9:38 -40:82 12:06 
7.18 8.10 9.42 10.85 13.97 
72) S27 947 “3080 2241 
7.37 8.24 0.60 - 20:82. -25:08 
7.34 831 9.55 10.94 13.06 
7.41 8.38 9.58 10.97 13.09 
7.49 -848  Oeh 2001. 35.22 
768 8.49 9.67. 12.04 18.15 
7.67 853 9.72 11.08 13.19 















c——End Dividend Year. 
Ag 1 5 . 6 Oe 
er 7.75 8.59 9.76 11.12 13% 
" psgeplatie 7.83 8.66 9.82 11.17 13° 
a: 7.89 8.72 9.86 11.21 13% 
aie 7.95 8.78 9.91 11.27 13% 
Gees 8.03 8.84 9.96 11.32 134 
RO 8.10 8.90 10.01 11.38 1347 
BOP cee 8.18 8.97 10.08 11.44 135 
7 ee D 8.25 9.04 10.15 11.52 136) 
eis wane 8.35 9.11 10.22 11.61 13/69 
ae 8.42 9.19 10.30 11.70 137% 
oes 8.51 9.26 10.39 11.80 13% 
ME i tes 8.61 9.36 10.49 11.93 1395 
"ee ee 8.70 9.46 10.60 12.06 1495 
Cara 8.80 9.56 10.73 12.20 143 
WSs 5535.0. o5 8.90 9.69 10.88 12.37 14° 
MMs scat 9.03 9.82 11.04 12.55 144 
BOS ote ot 9.16 9.96 11.23 12.75 1455 
Bie clon a 9.30 10.13 11.44 12.96 147 
Le 9.46 10.31 11.67 13.20 1419 
Sarees 9.64 10.54 11.95 13.47 15.05 
See 9.88 10:77 012.238 13:78 “tan, 
Bagh eens 10.06 11.05 12.56 14.13 1554 
BO ostecise 10.30 11.36 12.89 14.52 157% 
PER os 10.59 11.69 13.27 14.95 16:06 
BSc 10.90 12.08 13.70 15.40 1635 
BO coe 11.26 12.50 14.20 15.92 16:69 
BOs. eer 11.67 12.96 14.75 16.47 1705 

20 Payment Life 

c——End Dividend Year—_, 
Age 1 5 10 20 
BOs esd $ 5.87 $ 6.37 $ 7.09 $ 7.91 $ 87 
5.94 644 7.18 8.00 8°31 
6.00 6.52 7.27 8.08 899 
6.07 6.60 7.37 8.16 8.99 
; 6.68 7.47 8.24 918 
6.07 "UST 8:32 oH 
6.87 7.65 8.42 9.96 
6.96 7.74 8.50 9.35 
7.07 7.81 8.59 9.45 
7.17 7.90 868 9.55 
7.28 7.99 8.77 967 
787 S09 S87 947% 
7.45 8.17 8.96 9.90 
7.53 8.26 9.05 10.03 
7.62 8.35 9.15 10.15 
7.71 8.45 9.25 10.29 
7.82 8.55 9.37 10,43 
7.91 8.64 9.48 10.58 
8.00 8.74 9.60 10.73 
8.11 8.84 9.73 10.90 
8.20 8.95 9.86 11.07 
8.31 9.08 10.01 11,26 
8.41 9.19 10.16 11:46 
8.53 9.33 10.34 11.66 
8.64 9.47 10.52 11.87 
8.77 9.62 10.72 12.10 
8.91 9.79 10.94 12.39 
9.05 9.97 11.16 12,56 
9.20 10.17 11.41 12:81 
9.37 10.38 11.68 13.09 
9.54 10.63 11.96 13.37 
9.75 10.90 12.25 13.67 
9.96 11.17 12.57 14.00 
10.22 11.50 12.92 14.34 
10.48 11.83 13.31 14:68 
10.79 12.20 13.73 15.05 
11,14 12.58 14.21 15.43 
11.49 13.01 14.70 15.82 
11.92 13.49 15.23 16.95 
12.36 14.02 15.81 16,70 
12.84 14.61 16.42 17.17 


Ordinary Life 
—— End Dividend Year——\, 
e z 
ee $ 5.40 $ 5.67 $ 6.08 $ 6.55 $ 6.92 
a - 5.45 74 6.16 6.62 7.00 

6.71 
6.78 
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Open with Accident—sell your pros 
pect an accident policy to get acquainted 
and pave the way to other sales. For sales 
suggestions read The Accident & Health Re- 
view, A-1946 Insurance Exchange, Chicago. 
Sample copy 10 cents. 
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Supervisors’ School in Session 





—— 





Pictured above is the supervisors con- 
ference held recently by the Connecticut 


Mutual Life in Indianapolis. This was 
a two weeks’ session and was the fifth 
held by the company to discuss super- 
visory and managerial problems. 
Those who are shown in the picture 
left to right are: L. G. Ilfrey, Houston; 
W. R. O’Brien, Cleveland; F. F. Pierce, 
Hartford; C. W. Bowers, Huntington; 


J. M. Selser, Macon; W. H. Siegmund, 
Chicago; George K. Jones, Indianapolis 
general agent; Fred O. Lyter, assistant 
superintendent of agencies; E. C. Ander- 
sen, educational director; C. C. Jones, In- 
dianapolis general agent; R. D. Ben- 
scoter, Scranton; L. M. McDaniel, San 
Antonio; H. N. Watson, Nashville; 
S Ej Morten; Je; St. Eouw; FP. -L.-k. 
Smith, Atlanta. 








Voice Criticism 
of Proposed N. Y. 
Investment Laws 


(CONTINUED FROM PAGE 1) 


point of view. Mr. Siegel, who speaks 
weekly on life insurance over station 
WMCA, New York City, said his or- 
ganization advises policyholders for fees 
but does not sell life insurance, although 
it has advised the placing of between 
$2,000,000 and $2,500,000 of life insur- 
ance a year. About three-quarters of his 
clients are industrial policyholders. 


Against Deferred Dividends 


Mr. Siegel objected to deferred divi- 
dends of either the quinquennial or sur- 
render type, because of the effect on 
policyholders who might die or discon- 
tinue their insurance shortly before they 
would be due to receive these dividends. 
He also complained that the policyhold- 
ers who surendered, say, a 20-year en- 
dowment or 20-pay life policy before 
the twentieth year got no higher cash 
value by reason of having paid a higher 
premium for his disability or accidental 
death coverage than he would have paid 
on a straight ordinary life policy. 

As to industrial insurance, Mr. Siegel 
said that he would bar weekly premium 
policies above $500, since the monthly 
premium intermediate form constitutes 
a better buy; also he urged that no en- 
dowment policies be written on the 
weekly premium basis, since, he con- 
tended, approximately 50 percent of in- 
dustrial insurance lapses are in the first 
three years when there are no non-for- 
feiture values and the policyholder who 
surrenders in such a case has nothing to 
show for the higher premium he has 
paid as compared with the straight life 
policy. He complained that in the case 
of reinstatements by the use of premium 
loans to pay up past due premiums, use 
of this method usually results in lapses 
and, because the loan has exhausted the 
reserve, there is no possibility of ex- 
tended or paid up insurance. He con- 
tended that the market for endowment 
insurance in the industrial field is one 
that has been built by the companies. 





Hadley Defends Principle 


N. B. Hadley, for many years chief 
examiner of life companies in the New 
York department, defended the deferred 
dividend principle, saying that the ob- 
jection to the old tontine policies lay in 
the lack of accounting requirements and 
the fact that the accumulation of these 
large funds led to their misuse by com- 
Pany executives. He also pointed out 
Possibilities of litigation in the revision’s 
requirement that the contributory plan 
shall be used in ascertaining dividends. 
He said that no one knows exactly 





what the contributory plan is and that 
if it were strictly followed and its in- 
terest rates were to continue at their 
present level, the older policyholders 
would get practically no dividend except 
the small amount resulting from sav- 
ings in the expense loading, since there 
would be practically no excess interest 
earned and at ages above 60 there is no 
mortality saving. The present method, 
he indicated, is to pay out during the 
earlier years less than a policy’s entire 
“contribution” to surplus and paying out 
more than the actual contribution, in the 
later policy years. 

Answering Mr. Siegel, Mr. Taylor of 
the Metropolitan pointed out that pres- 
ent-day deferred dividends are not at all 
similar to the old tontine dividends. To 
Mr. Siegel’s complaint that laws protect- 
ing ordinary policyholders usually have 
a provision exception industrial pol- 
icies, Mr. Taylor said that, because of 
the different method of operations, spe- 
cial sections of the laws are provided for 
industrial insurance paralleling the pro- 
tection given to ordinary policyholders. 
As to Mr. Siegel’s demand that weekly- 
premium insurance be limited to $500 
and that endowment policies be pro- 
hibited, Mr. Taylor said there are cases 
where there is a legitimate demand for 
these types of policies and that he didn’t 
see why the companies should be pre- 
vented from meeting that demand. 


Favors State Rate Fixing 


‘Policy loan rates determined annually 
by the insurance superintendent within 
specified statutory limitations rather than 
a fixed rate embodied infiexibly in the 
insurance contract were urged by Super- 
intendent Pink at Wednesday’s hearing. 

Mr. Pink would have the law estab- 
lish'a minimum rate of 4% percent and 
a maximum of 6 percent. Within these 
limits the superintendent, with the ad- 
vice of the insurance board, would have 
the power to fix the interest rate for the 
ensuing year. He would be guided by 
rates on the highest grade industrial 
bonds, to which he would add 1 percent 
as an allowance for the expenses in- 
curred by companies in making policy 
loans. 


Cooperation Not Successful 


“Working with a committee repre- 
senting the life companies of this state, 
I tried to work out some plan which 
would meet the public’s criticism (of in- 
terest rates above the prevailing level) 
and at the same time do no violence to 
the companies’ position,” Mr. Pink told 
the committee. “While the companies 
cooperated fully, I was unable to find 
any solution through cooperative effort 
because the companies, with one excep- 
tion, were so sincerely of the opinion 
that it would be detrimental to the inter- 
est of policyholders to lower the rate.” 

The suggested plan, if in effect since 


1919, would have resulted in a 6 percent 
rate through 1925; 534 percent for the 
next two years; 5% for 1928; 534 for 
1929-30; 5% for 1931. 

Mr. Pink said it costs the Metropol- 
itan Life about 3% of 1 percent to handle 
policy loans; that the cost for some other 
companies is more, and for others less, 
and that the 1 percent allowed should 
be sufficient. 

Mr. Pink said that most policy loan 
borrowers do so as a last resort and are 
not influenced by the interest rate. He 
doubted that lowering the rate of inter- 
est would cause higher lapse rates, say- 
ing that if it were true that lower inter- 
est would encourage borrowing, it would 
also make repayment easier. He also 
questioned that there would be an ap- 
preciable effect on life company invest- 
ment policies. 


Protest Investment Changes 


C. C. Klocksin, Northwestern Mutual, 
protested against changes in the invest- 
ment law which would restrict out-of- 
state companies in their investments in 
Canadian bonds to a greater extent than 
do regulations of their home states. 

M. H. Siegel, director Policyholders 
Advisory Council, again spoke. Among 
other things, he objected to the contin- 
uance of the “incomplete comparisons” 
provision of the law, directed against 
twisters, on the ground that the terms 
of the law required such detailed in- 
formation, including dividends and cash 
values covering the insured’s entire life 
expectancy, that it would be impossible 
to make a fair and honest comparison 
which would comply with the law. 


Schnell Agency Convention 


The annual agency convention of the 
F. A. Schnell agency of the Penn Mu- 
tual in Peoria, IIl., will be held Jan. 4. 
A. E. Patterson, agency vice-president, 
and other home office officials are ex- 
pected to attend. The agents are plan- 
ning to celebrate the 12th consecutive 
plus month. 





W. W. Watson Is Slated to 
Head Boston Association 


BOSTON.—The annual meeting and 
banquet of the Boston Life Underwrit- 
ers Association will be held Dec. 16, 
with Roger B. Hull, managing director 
National association, talking on “Life 
Insurance Speaks for Itself.” Governor 
Hurley and Commissioner DeCelles 
have both promised to attend the din- 
ner and speak. 

The nominating committee has re- 
ported the following slate of new offi- 
cers to be elected at that time: Presi- 
dent, Wallace N. Watson, Connecticut 
Mutual; first vice-president, G. P. Smith, 
New York Life; second vice-president, 
Fitzhugh Traylor, Equitable Society; 
secretary-treasurer, P. J. Craffey, Met- 
ropolitan Life; executive secretary, John 
M. Hughes; executive committee, F. T. 
Bobst, John Hancock; A. C. Deering, 
John C. Paige Co.; W. S. Cobb, Jr., New 
England Mutual; J. R. Fitzpatrick, Mu- 
tual Life of New York; J. V. Gridley, 
Connecticut General; E. Enman, 
Prudential; Clyde F. Gay, Aetna Life; 
O. D. Murphy, John Hancock; W. A. 
Swett, Provident Mutual; I. S. Lundin, 
State Mutual; W. H. Preble, Home 
Life, and W. G. Spencer, Penn Mutual 
Life. Charles C. Gilman was renomi- 
nated for national committeeman. 








Thiemann in Hospital 

A. H. Thiemann, secretary to the vice- 
presidents, New York Life, was rushed 
to the hospital early this week for an 
appendicitis operation. He is reported 
progressing favorably. 





Old Line Life Increase 


The Old Line Life of Milwaukee is 
increasing its life premium rates on all 
insurance issued after Dec, 31. Details 
of the increase will be announced shortly 
when the new rate book is issued. 
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SINCE none has ever expressed its 
spirit more happily, we let Charles 
Dickens convey our wishes for the 
approaching Christmas Season to 
readers of this journal: 


“Many Merry Christmases, Many 
Happy New Years, unbroken Friend- 
ships, great accumulation of Cheerful 
Recollections, Affection on Earth, and 


Heaven at last for all of us.” 
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“Instrument Flying’’ in Management 


MANAGERS and general agents are show- 
ing much interest in the system of budget- 
ary control of money, time, and efforts 
used by O. Sam CumMIncs, general agent 
Kansas City Lire at Dattas and presi- 
dent Nationa Association oF Lire Un- 
DERWRITERS, who has been invited to talk 
on his plan at numerous managerial meet- 
ings throughout the country. Mr. Cum- 
MINGS’ plan shows in actual operation the 
principles advocated by the Lire INsur- 
ANCE SALES RESEARCH BuREAU and many 
home offices. He is like the pilot of today’s 
transport plane equipped with every known 
aid to safe going. There is the same con- 
trast between Mr. CumMMINGs’ way of man- 
aging an agency and that of guesswork, 


hunches and individual inspiration as there 
is between the modern airline skipper and 
the barnstorming pilots of the post-war 
days. 

There are, of course, times when even 
the most complete set of flight instruments 
or the best known budgetary control plan 
is not enough and then it is up to the man 
in charge. However, it seems obvious that 
an equally good and experienced man will 
do a better job even on such occasions, by 
reason of having as much information as 
possible rather than abandoning himself to 
long-shot guesses. In fact, one of the best 
features of systematic agency management 
is that it takes out a great deal of the un- 
certainty when guesses must be made. 


Suspicion in Business Breeds Hatred 


INSURANCE as well as other activities 
received a valuable lesson from the address 
of C. A. DUNNING, minister of finance of 
the Dominion of Canada, when he spoke 
before the AssocrIATION oF LiFE INsuR- 
ANCE PRESIDENTS, dwelling on the need of 
confidence. He said that public confi- 
dence does not grow in an atmosphere 
of dowbt and fear. Faith, he said, be- 
gets confidence, fear begets suspicion 
and suspicion breeds hatred. 


When insurance allows the asperities 
of competition to become rougher it 
means that suspicion is lurking behind 
the scenes. When people do not have 
confidence in their competitors, they 
imagine many things rather than see- 
ing actually what is being done. After 
all suspicion is one of the factors in 
business that causes great grief, agita- 
tion and hatred. Its elimination means 
more confidence, better results. 


Get the Objective Viewpoint of Issues 


Presipent G. S. Noiien of the BAanxK- 
ERS Lire of Iowa, who presided over the 
meeting of the Lire PresipenTs ASSOCcIA- 
TION, said in his address that people should 
try more and more to get the objective 
rather than the subjective point of view. 
We are all too prone to appraise all sub- 


jects from our own individual stand- 
point. In attempting to solve insur- 
ance problems many leaders do not take 
that sweeping view that they should but 
they weigh everything proposed as to 
the effect it will have on their own or- 
ganization. 


Hidden Policy Loan Costs 


Tentative studies by actuaries indicate 
that in addition to the usual arguments 
against changing the present policy loan 
interest rate of 6 percent, the natural ten- 
dency of policy loan trends to interfere 
with the companies’ opportunities to invest 
advantageously may be more important 
than has been realized. This adds weight, 
if any more were needed, to the strong 
reasons against the frequent attempts by 
legislatures to lower the policy loan inter- 
est rate by law. These constantly recurring 
attempts look good to the constituents back 
home who are not in a position to analyze 
the situation deeply enough to appreciate 
the harm that would be done by lowering 
the policy loan interest rate. 

Life companies depend a good deal for 
the relatively high interest rates they are 
able to earn while maintaining complete 
safety on the fact that they have plenty of 


money from premium and investment in- 
come to put into securities and other in- 
vestments when these are selling at bar- 
gain prices. The ability to do this, com- 
bined with the ability to hold securities un- 
til maturity enables the companies to do 
what the individual investor would like to 
do but is frequently prevented from doing 
by lack of conservatism or through 
lack of capital. 

Unfortunately, the opportunity to buy 
good securities at bargain prices usually 
coincides with the time when the demand 
for policy loans is the heaviest. Then, when 


conditions improve and policy loans fall 
off and those already made begin to be re- 


paid, the opportunity for the life companies 
to invest at attractive rates is gone. 

The fact that policy loans bear a 6 per- 
cent interest rate is unimportant in this 
connection. The average policy loan is so 





small that the cost of handling it, together 
with the privilege of the borrower to make 
repayments in trifling amounts if he cares 
to, makes policy loans so expensive on the 
score of overhead that a 6 percent policy 
loan is the equivalent in interest earning 
rate of a large loan bearing a much lower 
rate. 

Of the numerous arguments against low- 
ering policy loan interest rates by law, 
probably the clincher is that banks are en- 
tirely willing to make commercial loans on 
the security of life insurance policies. When 
policyholders feel that the 6 percent rate 


asked by the companies is too high, all they 
have to do is to take their policies to the 
local banker. Many have done so during 
the recent low interest period. At the same 
time, this privilege of going to a bank for 
a policy loan means that the banks are jp 
a position to take the larger policy loans 
on, which the overhead is relatively less 
leaving the companies with the inescapable 
obligation of taking the small policy loans, 
such as for a payment of premium, which 
a bank would naturally decline. This makes 
it all the more necessary for the contract 
to specify an adequate interest rate. 








PERSONAL SIDE OF BUSINESS 





Mrs. Mae Barr Long, deputy insur- 
ance commissioner of California, has re- 
turned to her office after an absence of 
three months due to illness. 





Commissioner C. C. Neslen of Utah, 
has been chosen head of the Utah in- 
fantile paralysis campaign. 


W. J. Greener of the Equitable So- 
ciety, president Indianapolis Association 
of Life Underwriters, has undergone an 
operation for appendicitis at the St. Vin- 
cent hospital and is reported as making 
good recovery. 


On Dec. 1, E. W. Randall began his 
30th year as an executive of the Minne- 
sota Mutual Life. Mr. Randall, now 
chairman of the board, was presented 
with a vase of 30 American Beauty roses 
by home office employes while field men 
remembered the occasion in a more sub- 
stantial way. They turned in $750,000 of 
new business for that day and will cen- 
ter their efforts all through this month 
to make a good showing for Randall 
Month. Mr. Randall will be 79 years 
old Jan. 1. 


E. E. Kirkpatrick, superintendent of 
agents of the Ohio National, has been 
elected vice-president of the Cincinnati 
sales executives council. Council mem- 
bership is restricted to men in the vari- 
ous businesses who are in charge of sales 
and production work. 











President Julian Price of the Jefferson 
Standard Life was honored by the mem- 
bers of his home office staff when they 
staged a birthday party at the company’s 
country club, with 275 home office em- 
ployes and the local director in attend- 
ance. 





C. P. Anderson, general agent Occi- 
dental Life at Albuquerque, spoke at 
the Rotary inter-city meet at Portales, 
N. M. He is a past president of Rotary 
International and has served on com- 
missions to Europe. 





G. A. Helland, San Antonio, general 
agent Connecticut Mutual Life, is re- 


ceiving congratulations because of the 


arrival of George Archibald Helland, Jr. 





Philip B. Magruder, Lee district man- 
ager in Richmond, Va., of the Metropol- 
itan Life, was tendered a 30-year service 
medal at a dinner in his honor. The 
presentation was made by Kenneth C. 
Ringer, superintendent of agencies. Mr. 
Magruder, who is president of the Rich- 
mond Association of Life Underwriters, 





has been manager of Lee district for 
eight years. He was manager at Ra- 
leigh, N. C., before being transferred to 
Richmond. Previously he was _ con- 
nected with the company’s office ip 
Washington as assistant manager. 





J. Y. Stuart, Corsicana, Tex., district 
manager Great Southern Life, died from 
a heart attack while in his car. 





Hubert von Weise, 62, a member of 


the Cherry & Cherry agency of 
the Bankers Life of Iowa, San An- 
tonio, Tex., died from a heart at- 


tack. He had represented the Bank- 
ers Life for 30 years, having twice 
served as a general agent, but resigned 
to return to San Antonio. He is credited 
with having written the application for 
the first legal reserve policy written by 
his company in Texas. 





H. L. Bridgman, San Antonio, Tex. 
Great American Life home office agency 
manager, has been elected second vice- 
president of the San Antonio Kiwanis 
Club. J. Y. Williamson of the South- 
western Life has been elected secretary 
of the club. 





William Richardson, assistant to Gen- 
eral Agent Louis D. Day of the Mutual 
Benefit Life in Newark, who has been 
seriously ill for six weeks as the result 
of an operation for appendicitis and 
complications, has partly recovered and 
returned to his home in Maplewood, 
N. J. The agency made November 

“Richardson Month” and paid for the 
largest month’s business in two years. 





R. H. Rice, Baltimore, general agent 
Equitable of Iowa, has completed 350 
consecutive weeks of production. 


Howard J. Walters, chief claim ad- 
juster in the accident and health depart- 
ment at the head office of Reliance Life, 
is recovering at his home from! a frac- 
tured ankle. The accident occurred when 
he fell from a ladder in his home. 








Friends of Frank A. Nurre will be 
glad to learn that he is recovering of an 
illness of some six years. Mr. Nurre was 
at one time with the Employers Liabil- 
ity in Cincinnati, and later general agent 
for Connecticut General Life in Cincin- 
nati. He contemplates returning to the 
business and moving to California. 





Earle Murray, district agent North- 
western Mutual Life at Green Bay, 
Wis., has been elected president of the 
Northern Paper Mills of that city. Mr. 
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Murray has been a director and vice- 
president of the paper manufacturing 
frm for many years and is also a direc- 
tor of the Kellogg National Bank of 
Green Bay. He went to Green Bay to 
manage the Northwestern Mutual dis- 
trict office about 25 years ago from Me- 
nominee, Mich., where he had operated 
the Aetna Life office. 





William J. Sheehy of the Oregon Mu- 
tual Life, Portland, Ore., claims a long 
distance sales record. He sold a policy 
by mail to a resident of Bogota, Co- 
lombia. 





Superintendent Robertson of Missouri 
is confined in University Hospital, Co- 
lumbia, Mo., for a few days. Mrs. 
Robertson is in the same hospital, hav- 
ing been sent there from New York 
where she suffered a broken leg in a fall. 


Glen A. McTaggart, manager of the 
ordinary department of the Prudential 
at Denver, accompanied by Mrs. Mc- 
Taggart, spent several days in San 
Francisco prior to their departure for 
Honolulu where they will vacation until 
Dec. 22. 

Mr. McTaggart was for a number of 
years, before going to Denver, manager 
of the insurance department of the 
Hawaiian Trust Company at Honolulu 





and was-the organizer of the Managers 
Association in that city. Since going to 
Denver he has been active in associa- 
tion affairs, both locally and nationally, 
and is past president of the General 
Agents & Managers Association of that 
city. ; 





Frank M. See, general agent New 
England Mutual Life, spoke on “The 
Sales Process” at a meeting of the sales 
managers bureau of the St. Louis cham- 
ber of commerce. 





H. K. Lindsley, president of the 
Farmers & Bankers Life of Wichita, 
spent last week in Washington, D. C., 
before the Federal Communication Com- 
mission, seeking permission to move the 
company’s radio station KFBI, now lo- 
cated at Abilene, Kan., to Wichita. 





R. H. Kastner, associate general 
counsel of the American Life Conven- 
tion in Chicago, and Mrs. Kastner have 
gone on a two weeks’ trip to Bermuda. 
They attended the meeting of the Na- 
tional Association of Insurance Commis- 
sioners and the Life Presidents Associa- 
tion in New York City last week. Mr. 
Kastner participated in the meeting of 
the Association of Life Insurance Coun- 
sel. 








NEWS OF THE COMPANIES 





Stocks Now Constitute But 
30% of Sun Life Portfolio 


Stocks now constitute but 30 percent 
of the assets of Sun Life of Canada as 
compared with 35 percent at the end of 
1936, President A. B. Wood reports. 
The bond investment has increased from 
41 to 46 percent. Mr. Wood estimates 
that the assets at the end of this’ year 
will exceed $800,000,000, a new high. 

Stocks are being sold at opportune 
moments, Mr. Wood said. Eventually 
the stock holdings will be reduced to a 
point below 15 percent which is the 
Canadian requirement. 


Award Columbus Mutual Prizes 


The Columbus Mutual Life distrib- 
uted about $9,000 in increased commis- 
sions and prizes to agents who during 
an eight months profit sharing contest 
ending Dec. 1 increased the size of the 
policies they sold compared with their 
1936 production. Miss Vera Campbell 
of Ohio earned $800, Miss Fanny 
Wathen of the District of Columbia 
$750 and Dale F. Orr of Ohio $600. 


E. Y. Baker Advanced 


The Metropolitan Life has appointed 
Edward Y. Baker acting manager of 
field education and sales promotion for 
the Canadian division. 


R. H. West in New Post 


Vice-president Robert H. West of the 
Kentucky Central Life & Accident was 
elected secretary-treasurer to succeed 
his brother, the late T. O. West, at a 
special meeting of the directors. W. B. 
Fahey, formerly assistant secretary, was 
elected vice-president. 


Kranz Salary Savings Head 


H. C. Kranz, associate manager of the 
8toup department of the Equitable So- 
ciety, has been put in charge of the sal- 
ary savings division. 











Observe Regenstein Month 


. Kentucky Home Mutual Life agents 
in Tennessee, Indiana, Ohio, Florida 
and Kentucky are engaging in a cam- 
Paign in honor of President Ellsworth 
Regenstein which distinctly takes on a 
Nautical tinge, the slogan being “One 

illion Doilars—a Thousand Tons.” 
Each $1,000 corresponds to one ton of 
Cargo, the objective being to realize the 
company’s first $1,000,000 month. Each 
skipper who brings his craft into port 





with more than 18 tons aboard will be 
eligible to qualify for membership in 
the new president’s club. Maneuvers are 
being conducted under the supervision 
of L. C. Cortright, vice-president and 
actuary, and James B. Williams, secre- 
tary-treasurer, vice-admirals, and R. P. 
Grider and Frank Miller, agency super- 
visors, lieutenant commanders. 

Mr. Regenstein was one of the organ- 
izers of the Kentucky Home in 1932, 
suggesting the name, which comes from 
the house at Bardstown, Ky., where 
Stephen Collins Foster is said to have 
written “My Old Kentucky Home.” The 
company was organized to reinsure the 
business of the Inter-Southern Life of 
Louisville. Mr. Regenstein was elected 
vice-president and served as executive 
vice-president after the death of Presi- 
dent Benjamin S. Washer until the mu- 
tualization of the company in 1935 when 
he became president. The company uses 
“My Old Kentucky Home” extensively 
in its advertising. 

In October, 1936, a special campaign 
produced $432,197 compared to $886,234 
for the same month this year. In De- 
cember last year, the first president’s 
month campaign, production was better 
than $540,000, and it looks as though 
the company will have its first million- 
dollar month this year in honor of Mr. 
Regenstein. 





So ETS 


- News of Pacific 
Coast States | 


New Law Knocks Out Most 
Colorado Mutual Benefits 


DENVER.—Nearly two-thirds of the 
mutual benefit associations in Colorado 
went out of business or moved to other 
states prior to the effective date of the 
new law regulating this type of insur- 
ance business. 

So far only six of the 40 associations 
so far have qualified under the new law. 
The 40 associations are estimated to 
have had a total membership of 50,000 
and those which are leaving the state or 
going out of business reputedly have 
35,000 Colorado policyholders. Those 
which set up headquarters elsewhere are 
forbidden by law to have agents in the 
state or to make personal contacts with 
their members. All of their dealings will 
be restricted to the mails. 

The associations originally operated 























under non-profit charters and were de- 
signed mainly to provide funeral ex- 
perses for persons too old or too ill to 
obtain insurance. Early this year the 
state supreme court ruled that they 
could not operate on non-profit charters 
and shortly afterward the legislature 
passed a law placing them under the 
jurisdiction of the building and loan 
commissioner and setting up standards 
by which they could operate. 

The new law requires that a definite 
portion of the association funds be set 
aside for payments of benefits. Disease 
and prorating clauses, which were the 
targets of most of the condemnation of 
the system, are outlawed. The books 
and records of the associations are sub- 
ject to examination by the building and 
loan commissioner, 





San Francisco Receives Over 


$150,000,000 from Insurance 


SAN FRANCISCO—The insurance 
business distributes over $150,000,000 
annually in San Francisco, according to 
the “Daily Commercial News 1937 Year 
Book.” Approximately 30,000 persons 
are employed in insurance offices, in- 
cluding nearly 2,000 life insurance 
agents, 1,461 brokers and their em- 
ployes, reporters, attorneys, etc. 

Salaried employes of life insurance 
companies receive $8,394,000 and about 
$12,000,000 is paid to fire, casualty, auto- 
mobile, surety company. salaried em- 
ployes. In addition there are millions 
distributed to agents and brokers in 
commissions. General expenses, sup- 
plies, taxes, rents and misceilaneous 








costs, including only a portion paid in 
commissions and personal services 
charges, totals $30,000,000. 

Loss payments of all classifications 
of companies are estimated at over 
$100,000,000. Although payments cover 
a much wider area than San Francisco, 
practically all clears through San Fran- 
cisco. 








MANAGEMEN 


SUGGESTIONS 





MacEwen Speaks in Los Angeles 


D. C. MacEwen, vice-president in 
charge of agencies of the Pacific Mutual 
Life, spoke at the luncheon-meeting of 
the Life Managers’ Association of Los 
Angeles on “Current Trends” in agency 
management. 

President Walter T. Shepard of the 
association, appointed a preliminary 
nominating committee headed by James 
H. Cowles, Provident Mutual. 





Supervisors’ Christmas Party 


The Cleveland Life Supervisors Club 
will hold its annual Christmas party 
Dec. 15. Wives will be invited. An at- 
tendance of 45 or 50 is expected. 


Gantz to Talk in Detroit 


Joseph M. Gantz, Cincinnati general 
agent of the Pacific Mutual, will speak 
at the Dec. 16 Christmas party of the 
Associated Life General Agents & Man- 
agers of Detroit. 
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education of your children. 
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LIFE AGENCY ‘CHANGES 





Pennell Retires in New York 





Gerald Young from Home Office and 
Foley, Uptown Manager, to Be Gen- 
eral Agents 





NEW YORK—Frank W. Pennell, 
who announced about a year ago that he 
would retire from general agency work 
at the ends of 1937, will be succeeded 
as general agent here of the State Mu- 
tual Life by Gerald H. Young, agency 
assistant at the home office, on Jan. 1. 
At the same time the agency’s uptown 
branch will become a separate agency 
with T. W. Foley, the present manager, 
as general agent. New and larger offices 
will be opened in the mid-town section. 

A graduate of Drake university, class 
of 1923, Mr. Young went into life insur- 
ance work in 1924 with the agency of 
the Northwestern Mutual Life in Mil- 
waukee of which Clifford L. McMillen, 
now its New York City general agent, 
was head. Promoted to assistant to the 
production manager, he became sales 
supervisor in 1931 and later served for 
four years as secretary-treasurer of the 
Northwestern Mutual Agents Associa- 
tion. 


Got C. L. U. in 1933 


Mr. Young made an enviable record 
as personal producer, recruiter, trainer 
and supervisor of men. Most of those 
he brought into the business are still 
selling with that agency and are making 
a good living. In 1933 Mr. Young got 
his C. L. U. and the C. L. U. manage- 
ment degree in 1934. He had previously 
been graduated from the Sales Research 
Bureau’s school of agency management. 
He has been at the State Mutual home 
office about two and one-half years. 

Mr. Foley began his insurance career 
as an office boy for the Equitable So- 
ciety at the age of 16, and joined the 
State Mutual two years later, in 1920. 
He has been clerk, cashier, supervisor, 
and assistant general agent. He sold his 
first insurance policy when he was 19 
and has been one of the .company’s 
largest and most consistent producers. 
He has several times spoken at company 
conventions. 

Mr. Foley’s hobbies are music, fishing, 
and coaching juvenile basketball teams. 
He has played basketball and baseball 
professionally. 

Mr. Pennell’s announcement about a 
year ago that he would leave the gen- 
eral agency field aroused much interest 
in the life insurance fraternity, for his 
agency has consistently led the entire 





State Mutual, with an average produc- 
tion of about $4,600,000 annually. The 
fact is that he likes personal production 
and during the 18 years he has been in 
the life insurance business thas paid for 
more than $18,000,000 of personal busi- 
ness, all of it having a very high per- 
sistency. One year he paid for $3,000,- 
000 personally and another year $2,000,- 
000. 
Mr. Pennell will remain with the State 
Mutual and will shortly open an office 
on the same floor as his present general 
agency. 

O. H. Burrill, who has been assistant 
to Mr. Pennell ever since he started 
general agency work, will remain with 
Mr. Young in the same capacity. 





Driggs to Chicago to Head 
Two New York Life Branches 


The New York Life announces the 
merger in Chicago on Jan. 1 of the Se- 
curity branch, now located on the 10th 
floor of the New York Life building, 
with the Lakeside branch in the One La 
Salle building. Extensive alterations of 
the space at One La Salle will be made 
to accommodate the increased agency 
force to be located there. 

The merged agency will be in charge 
of Golden K. Driggs, formerly assistant 
manager at San Francisco. 

Walter Oltman, agency director in 
charge of the Security branch, will be 
associated with the Insurance Exchange 
building branch as a personal producer. 

. MacKay, agency director, in 
charge of the Ladeside branch, will re- 
tire Jan. 1. 


Decker Made Supervisor 


George W. Decker has been appointed 
agency supervisor of the Fred M. Mc- 
Millan general agency for Penn Mutual 
Life in Los Angeles. 

Mr. Decker joined the agency in Sep- 
tember, 1936, and led appointees in the 
entire company in volume of paid life 
insurance and number of lives in that 
month. He led the Los Angeles agency 
in paid production for the first nine 
months of 1937. 


Blosser & Hill New Toledo Firm 


Following the death of William Ford 
of the Ford & Blosser general agency 
of Aetna Life in Toledo, the partnership 
of Blosser & Hill has been appointed 
as general agents. Clyde E. Blosser has 
been the active head of the agency since 
the death of Mr. Ford, who formerly 














was chairman of the board of Owens- 
Illinois Glass Company. John A. Hill, 
the new partner, was connected with the 
old firm as associate general agent. 


Thomsen Amarillo Manager 


Dan Thomsen of Amarillo, Tex., has 
been appointed manager there by the 
General American Life. Milton Reese, 
who has been manager, will remain with 
the company, devoting his time to per- 
sonal production. 








Hamm Gets Promotion 


A. J. Hamm has been named general 
agent of the Alliance IL.ife at Topeka 
for 27 northeast Kansas counties. He 
was agency supervisor since last May 
under G. P. Case, general agent, who 
resigned. Mr. Hamm started in the 
insurance business in 1935 with the 
Pyramid Life and later was made agency 
supervisor of the National Reserve Life. 
His offices are at 407 Central building. 


Opens Hackensack Branch 


The Louis D. Day agency of the Mu- 
tual Benefit Life in Newark is opening 
a new district office in Hackensack. 
N. J., to serve Bergen and Passaic coun- 
ties. 

Paul H. Day, Jr., who has been with 
the agency 14 years and for some time 
supervisor, has been promoted to dis- 
trict manager and placed in charge of 
the new office. His father, Paul 
Day, Sr., is celebrating his 40th anni- 
versary as a representative of the Mu- 
tual Benefit. 


Steckler with Columbian National 


R. W. Steckler has been appointed 
Topeka, Kan., general agent for the 
Columbian National Life. For 10 years 
up to 1936 Mr. Steckler was general 
agent of the Security Mutual Life of 
Nebraska. Since then he has been an 
agent of the Provident Mutual Life. 


Ulrich to Watertown, Wis. 


W. C. Ulrich, for the last four years 
field superintendent for the Old Line 
Life of America, has been appointed gen- 
eral agent at Watertown, Wis., succeed- 
ing the late T. A. Wondreyka. Mr. 
Ulrich graduated from Marquette Uni- 
versity in Milwaukee and went with the 
Equitable Life at Kansas City. He was 
formerly district agent at Lomira, Wis., 
under the Fox general agency of the 
Old Line Life. 














Nashem Seattle Manager 
SEATTLE—Acacia Mutual Life has 
appointed Leland Nashem as manager 
for Seattle, succeeding R. A. Warner, 
who resigned to continue on in personal 





New State Mutual Lineup in New York City 








FRANK W. PENNELL 
Retiring General Agent 





GERALD H. YOUNG 
New General Agent 





T. W. FOLEY 
Uptown General Agent 





production. Mr. Nashem was formerly 
assistant manager for the Metropolita, 
here. 





Stoneham to Toronto 


W. J. Stoneham, Detroit, has been ap. 
pointed Toronto manager of the Na- 
tional Life of Canada. Mr. Stoneham 
has been supervisor of the Great-West 
agency in Detroit. 





R. L. Gulley Texas Supervisor 


R. L. Gulley has been appointed home 
office agency supervisor for General 
American Life in Texas. Mr. Gulley’ 
headquarters will be in the Bedell build- 
ing with the San Antonio agency of 
General American Life. 





AGENCY NOTES 





R, M. Reynolds, Lordsburg, N. M., has 
been appointed district agent by the 
West Coast Life. 

Hugh Donegan of the Donegan Insur- 
ance Agency, Seguin, Tex., has been ap- 
pointed district agent for the Modern 
Life. Walter Poe has been anpointed dis- 
trict agent at Poteet, Tex. 

Lyman F. Tucker, who successfully es- 
tablished the northern Indiana agency 
for the Standard Life at South Bend, Ind, 
has been transferred to Evansville, coy- 
ering southwestern Indiana. 


SALES MEETS 


Meet at Hollywood Beach 














New England Mutual General Agents 
Association to Hold Annual Session 
There Jan. 7-8 


The New England Mutual’s General 
Agents Association will meet at Holly- 
wood Beach, Fla., Jan. 7-8. Isadore 
Freid of New York is president. 

Home office executives on the pro- 
gram include George Willard Smith, 
president; George L. Hunt, vice-presi- 
dent; Glover S. Hastings, superintend- 
ent of agencies, and C. F. Collins, as- 
sistant superintendent of agencies. The 
other speakers are picked from the New 
England Mutual general agency ranks 
and each man is selected to discuss the 
phase of general agency work in which 


he excels. The program follows: 
First Day 
Isadore Freid, president. Welcome 


members, and reports. 

Introduction of new general agents, 
Glover S. Hastings. 

George Willard Smith, president. 

“Securing Career Men,” R. W. Part- 
ridge, Boston, (recruiting); Guy D. Ran- 
dolph, Cincinnati, (selecting and train- 
ing); Will F. Noble, Omaha (financing). 
Afternoon 

General Theme—Helping Your Agent 
Make a Living. 

George L. Hunt, presiding. 

W. E. Hays, Los Angeles, (the new 
agent); Ray C. Roberts, Parkersburg, W. 
Va. (the old agent); C. H. Stull, Provi- 
dence, R. I. (contests); Harold P. Cooley, 
Portland, Me., special sales presentation. 

Discussion. 

Second Day 

Guy D. Randolph, Cincinnati, secretary- 
treasurer General Agents Association, 
presiding. 

Theme —Proper Control of General 
Agency Income and Disbursements. 

Cc. F. Collins, assistant superintendent 
of agencies; W. Watson House, Hartford; 
Merle G. Summers, Boston. 

Frank M. See, St. Louis, “The Company 
We Represent.” 

Discussion. 

Election of officers and reports of com- 
mittees, 

E. B. Thurman, Chicago, inspirational 
message. 

Meeting closed by George Willard 
Smith. 


Life of Virginia Oklahoma Rally 


James E. Woodward, vice-president 
Life of Virginia; John W. Murphy, 
supervisor, and W. H. Lockey, assist- 
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ant secretary, were guests of C. S. Cald- 
well, state manager, at an agency meet- 
ing in Oklahoma City Dec. 4. 





Provident Mutual Roundup 





Annual Conference of General Agents 
and Home Office Executives Is Held 
in Chicago 





The annual conference of Provident 
Mutual general agents is being held in 
Chicago this week. The home office dele- 
gation is headed by President M. A. 
Linton. Others from the head office that 
are attending include Willard K. Wise, 
vice-president and agency manager; F. 
Phelps Todd, vice-president in charge of 
underwriting; Andrew Davis, vice-presi- 
dent and general attorney; Franklin 
Morss, Malcolm L. Williams and Walter 
Cross, supervisors of agencies, and E. 
Farrington and Sumner Davis of the 
agency department. 

The banquet was held Wednesday 
evening. Steacy Webster of Pittsburgh 
is head of the General Agents Associa- 
tion. 


Linton Reviews Progress 


New business shows a 13 percent gain 
for this year, President M. A. Linton 
stated in his address. New business for 
the year to date stands at $69,447,000, 
slightly more than for the entire year 
1936. 

Although 52 percent of the business 
is still written on the ordinary or lim- 
ited payment life plan, 22 percent is en- 
dowment insurance including the com- 
pany’s special “Provident Provider” pol- 
icy, Mr. Linton said. The average pol- 
icy this year is $4,000. Lapsation con- 
tinues to recede, and insurance in force 
has increased $16,300,000 in 11 months 
as against $8,000,000 for the entire year 
1936, bringing the total to $959,200,000. 

Mortality for the year has shown an 
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improvement of 5 percent. The status 
of outstanding mortgage investments 
continues to improve although new 
loans of adequate security are still re- 
latively scarce. Interest collections, in- 
cluding back interest installments, are at 
the rate of 99 percent of the payments 
due. 


Among the company men who are 
scheduled to speak before the various 
meetings are Mr. Wise, Mr. Morss, Wil- 
lard Ewing, general agent in Kansas 
City; Paul Speicher, Insurance Research 
& Review; J. H. Cowles, Los Angeles 
general agent; Dr. Samuel Stevens, dean 
of University College at Northwestern 
University; N. W. Davis, Hartford gen- 
eral agent; Rev. John L. Davis of New 
York City; Edward W. Marshall, vice- 
president and actuary, and Mr. Todd. 

S. P. Ellis, general agent Provident 
Mutual Life, Cincinnati, was honored 
at the convention. Mr. Ellis, who has 
been Cincinnati general agent since 1907, 
has served the company longer than any 
other general agent and the program 
was dedicated to him. 





Guardian Managers’ Conferences 


Guardian Life managers in the east 
and southeast, outside of New York 
City, will gather with head office offi- 
cials at Augusta, Ga., Dec. 17-21 to re- 
view the experience of the past year and 
to discuss plans for next year. The 
meeting of metropolitan district man- 
agers will be held in New York City, 
Jan. 4-5. Managers of western and 
southwestern agencies will gather in Bi- 
loxi, Miss., Jan. 10-15. 

Representing the home office at the 
Guardian Life conference in Augusta 
will be Vice-president James A McLain, 
Superintendent of Agencies F. F. Weid- 
enborner, Assistant Superintendent G. L. 
Mendes, Assistant Actuary J. L. Cam- 
eron, and Counsel Curtis Robertson. 





Equitable’s Miami Conference 


The Miami conference of the Equi- 
table Society, Jan. 9-11 will take the 
form of one large convention instead 
of two separate smaller conferences. 
This was done in order that all delegates 
may have the advantage of meeting with 
all other delegates. Those producing a 
minimum of $200,000 are eligible to at- 
tend. Delegates will arrive Sunday, Jan. 
10, and the convention sessions will be 
held Monday and Tuesday morning. On 
Wednesday and Thursday there will be 
a special conference of group super- 
visors, general agents and agency man- 
agers and on Friday there will be a 
meeting for general agents and agency 
managers alone. 





Western American Convention 


Forty representatives of Western 
American Life of Albuquerque, will at- 
tend a three-day convention there start- 
ing Dec. 28. J. D. Carroll, sales man- 
ager, will be in charge. 





Reliance Life Regional Conference 


J. L. Russell, Kansas City manager 
for the Reliance Life, will be host Dec. 
10-11 at a regional sales conference of 
managers. H. T. Burnett, vice-presi- 
dent and manager of agencies, and V. J. 
Adams, western divisional agency su- 
perintendent, will attend from the home 
office. 





Equitable’s St. Paul Meetings 


M. C. Nelson, Des Moines manager of 
the Equitable Society, spoke to district 
managers, field assistants and_ city 
agents affiliated with the St. Paul office 
Dec. 4. Vincent S. Welch, second vice- 
president of the Equitable, Chicago, will 
address a large meeting of district man- 
agers and field assistants in St. Paul 
Dec. 11. 





Hubert Eames, manager Continental 
American in Boston, has resigned and 
will return to the Connecticut General 
agency in Boston. 
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Announce Florida Speakers 


State Association Convention and 
Sales Congress to Be Held in Lake- 
land, Jan. 13-14 








LAKELAND, FLA.—Vice-president 
E. M. Willis of the Florida Association 
of Life Underwriters and Harry 
Kutcher, Metropolitan Life, president of 
the Lakeland association, are rounding 
out the program for the state conven- 
tion and sales conference here Jan. 13- 
14. Mr. Willis, who is district agent of 
the Prudential ordinary department, is 
general chairman for the convention. 

President O. Sam Cummings of the 
National association will hold a session 
the first day for general agents, assist- 
ant and district managers, with discus- 
sions by leading men of the group from 
the Florida field. The business meet- 
ing will be held Thursday evening. 
The sales congress will take up the sec- 
end day, with banquet in the evening. 
The managers conference is expected to 
draw heavily. 

Other speakers will include L. B. 
Robey, superintendent of agencies Gulf 
Life, Jacksonville; Jack Lauer, Cincin- 
nati, chairman Million Dollar Round 
Table of the National association; Louis 
Behr, Chicago, Equitable Society, on 
“Programming and Prospecting,” and 
Commissioner Knott of Florida. 


Hay Gives Six Talks 


S. J. Hay, Jr., agency director Great 
Southern Life, Houston, addressed the 
Life Underwriters Associations in San 
Angelo, Abilene, Big Spring, Lubbock, 
Amarillo and Wichita Falls, Tex., at 
their monthly luncheons on six succes- 
sive days, on “Motivating Influence.” 








Discusses Balanced Agent 





Lynn S. Broaddus, Chicago General 
Agent Guardian Life, Tells of Seasonal 
Opportunities 





INDIANAPOLIS.—The | successful 
merchandiser of goods or services is a 
balanced salesman—part manager, part 
secretary, part treasurer, and part the 
human, friendly type of salesman, ac- 
cording to Lynn S. Broaddus, Chicago 
general agent Guardian Life, in an ad- 
dress on “The Balanced Life Under- 
writer” before the Indianapolis Associa- 
tion of Life Underwriters. Mr. Broad- 
dus was a former general agent in In- 
dianapolis. Jean Black presided. 

“The normal seasonal upswing in 
sales tends to counteract the recession 
in business of the past weeks,” said Mr. 
Broaddus. “Holiday buying is in full 
swing, and wise sales managers are ad- 
justing their sales appeals to interest 
the cautious, as well as the ready, buyer. 
Life insurance sales continue favorable 
and are over five percent ahead of 1936. 
The agent is becoming a better mer- 
chandiser and service salesman, he said. 
He can offer attractive policy contracts 
which serve the individual, home, family 
and business. The agent can provide a 
seasonal appeal by the placing of a 
juvenile policy or an educational fund 
policy in the Christmas stocking along 
with toys, candy, oranges and other 
gifts. 

“In any market, even when millions 
of buyers are buying at a cautious but 
steady pace, the balanced salesman—and 
likewise the balanced agent, will get his 
share of the business. The manager- 
salesman makes the most of time and 
opportunity. The secretary-salesman an- 
ticipates the needs of customers. The 
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HE Prick IAG OF SUCCESS 


The price tag of success is high. It calls for work, 


vision, initiative and perseverance. 
these qualities and a record of $100,000 of paid-for 
personal production last year, a residence in either 
ew Jersey, Rhode Island 
or Maryland and the feeling that there is no further 


we have an offer and the chance of a lifetime. 


The Bankers National Life Insurance Company is 
giving men of this caliber opportunity to build suc- 
cessful general agencies and assures them that they 
will have every help and promotion to make that 


If you are interested and feel that you can meet our 
qualifications, then write to William J. Sieger, Vice 
President and Superintendent of Agencies—today. 
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treasurer-salesman watches the business 
details, credits and collections so that 
there will be a fair profit to enable the 
seller to continue in business,” he said. 


Dates for Three Big Texas 
Congresses Are Set 


DALLAS—Plans for the three big an- 
nual sales congresses of the Texas As- 
sociation of Life Underwriters in Janu- 
ary are about completed. The dates and 
the places for the one-day meetings are: 
Jan. 25, Houston; Jan. 26, San Antonio; 
Jan. 27, Dallas. 

It is undgrstood five speakers of na- 
tional prominence will address these 
gatherings. At least one talk in each 
city will be addressed to the public and 
will discuss a subject calculated to in- 
terest buyers in life insurance. 

At Houston meeting the agents from 
Galveston, Beaumont, Port Arthur and 
some of the east Texas points are ex- 
pected to attend. The Houston associa- 
tion is planning to entertain 700 visitors. 

Agents from Corpus Christi, Austin 
and the section lying between San An- 
tonio and the Mexican border will at- 
tend the San Antonio congress. 

The Dallas meeting will be attended 
by visitors from Fort Worth, Waco, 
Wichita Falls, Tyler, Texarkana and 
some from Amarillo and Abilene. 

Associations in the three key cities 
report they expect the attendance at the 
coming congresses to exceed that of pre- 
vious years. 


New Quarter Million Club 


Formation of the Quarter Million Dol- 
lar Club of the San Francisco Life 
Underwriters Association was officially 
completed at a meeting of more than 40 
qualified members. Deutsch, 
Equitable Society, member of the Mil- 
lion Dollar Round Table, who has been 
in charge of the organization work, was 
named chairman and White, 
Northwestern Mutual Life, vice-chair- 
man. G. S. Hauck, National of Ver- 
mont, was named secretary. 

More than 12 percent of the members 
of the San Francisco association qualify 
for membership and an additional 6 per- 
cent are in the $200,000 class, according 
to Mr. Deutsch. Membership require- 
ments are $250,000 of business repre- 
senting at least $6,000 in premiums and 
20 lives. 





Harrisburg, Pa.—Richard E. Myer, 
manager Mutual Life of New York, and 
members of his agency, gave a three act 
demonstration “Sales Presentation of 
Estate Analysis.” “Presentation of 
Estate Problems,” was handled by Frank 
Nice. An actual sale on the basis of 
programming estate and inheritance tax- 
ation and estate analysis was given with 
P. C. Richley, Harrisburg, as the sales- 
man, E. R. Lollo, Chambersburg, as the 
prospect, and R. C. Mahoney, Harrisburg, 
as the prospect’s secretary. The final act 
consisted of a discussion of the sale. 





Kokomo, Ind.—A new association has 
been organized. L. T. Boyd, Equitable 
of Iowa, is president, and S. G. Hall, 
Wisconsin National Life, secretary. The 
association has 40 members and is can- 
vassing outlying towns for additional 
members. A banquet for members and 
their wives will be held Jan. 7. 





San Francisco—An educational pro- 
gram on “Life Insurance as an Invest- 
ment” is to be presented to the women 
of San Francisco by the women’s com- 
mittee of the San Francisco Life Under- 
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Richmond Plans Congress 
With National Meeting 


RICHMOND, VA. — Tentative 
plans for a state sales congress 
when the mid-year meeting of 
officers and trustees of the Na- 
tional Association of Life Under- 
writers is held here March 11-12 
are being made by the Richmond. 
Association of Life Underwriters. 
It will be the first time that the 
mid-year meeting has been held in 
Richmond. 








writers Association under the chairman- 
ship of Mrs. Jeanette Van Slyke, Pacific 
Mutual Life. The program is to be pre- 
sented by members of the committee to 
groups of women throughout the city. 

Miss Agnes Macdonald, Aetna Life, who 
recently completed her 25th year in life 
insurance, spoke at a luncheon meeting 
of women underwriters. Mrs. Edith 
Lewis, New York Life, discussed the 
necessity of understanding people and 
Miss Valentine Sheela, Equitable, told of 
her most interesting case. 


Vancouver, B. C.—H. C. Tregellas, Im- 
perial Life, was _ reelected president. 
Other officers are F. L. Mitchell, Domin- 
ion Life; H. C. Gregg, Mutual Life of 
Canada; G. M. Martin, Crown Life; Fred 
Moreton, Manufacturers Life. 





Salina, Kan,—Glen Bergstin, secretary- 
treasurer, has been transferred by the 
Metropolitan Life to Junction City. No 


Union Central, is president, 





Topeka, Kan.—A special meeting was 
held to honor Robert N. Kirk, Highland 
Park high school student, winner of a 
$25 prize in the letter writing contest of 
the National association. 


Wichita, Kan.—M. F. Mulconery, man- 
ager; Don Mitchell and Ralph Pfremmer 
of the New York Life, had charge of a 
meeting on “How to Create Property of 
Unusual Value.” The Massachusetts Mu- 
tual will have charge of the Dec. 11 
meeting on “It Can Happen to Your Cus- 
tomer.” 


Pittsburgh—The annual Christmas 
party will be held Dec. 14, in the form of 
a dinner dance. V. M, Shewbert, general 
agent Home Life of New York, will be 
chairman. 


Omaha—FE. A. Hasek, Kansas City gen- 
eral agent National Life of Vermont, 
spoke on “Merchandising Life Insurance.” 
He also addressed the Sioux City, Ia., 
association. 


Grand Rapids, Mich.—A. C. Utter, state 
agent New England Mutual Life, Detroit, 
spoke on “Getting to First Base with the 
Apathetic, Procrastinating Prospect.” 





Richmond, Va.—O. T. Jamerson, assist- 
ant trust officer State-Planters Bank & 
Trust Company of Richmond, will speak 
Dec. 10 on “Trusts.” 





Milwaukee—O. Sam Cummings, presi- 
dent of the National association, spoke 
on “Essentials of Successful Life Under- 
writing.” 


Minneapolis—A group of life insurance 
women affiliated with the Minneapolis 
association held a dinner meeting to dis- 
cuss programs for the winter. 


Los Angeles—At a forum luncheon- 
meeting W. J. Marra, correspondence di- 
rector of the Bank of America, discussed 
“Letter Writing as a Business Asset.” 


Columbus, 0.—E. L. Weimer, Marion, 


O., spoke on “Prospecting.” 


Cherokee, Ia.—E. O. Bierbaum has 








Learn “Pigs Is Pigs” 


“Pigs is Pigs,” as those who 
attended the Albany Life Under- 
writers Association dinner meet- 
ing learned by a unique occur- 
rence. A live pig, humorously 
offered as a door prize, broke 
loose and for several minutes suc- 
cessfully resisted all efforts to cap- 
ture him, 


been reelected president. L. M. Miller is 
vice-president and H. H. Armbrecht, 
secretary-treasurer. 


Columbia, S. C.—A. B. Langley, presi- 
dent Carolina Life, spoke on “The Rela- 
tionship of Industrial to Ordinary In- 
surance in Serving the American Pub- 
lic.” He pointed out that both forms 
are on the same basis, but that indus- 
trial insurance is payable in small 
weekly sums. He added that a large 











surance are able, later on, to own ordi- 
nary insurance, offering the enterpris- 
ing agent an opportunity to increase his 
business. 


Baltimore—Miss Sophia W. Bliven, 
manager women’s department of the 
Penn Mutual home office agency, Phila- 
delphia, will speak to the women’s di- 
vision of the Baltimore association on 
January 11. Miss Bliven will discuss 
“What the Life Insurance Field Holds 
for a Woman.” 


Sell with settlement option approach. 
Improved slide rule, instructions only 
$1.50. Order from National Underwriter. 


Insurance Companies Not 


Under Philadelphia Tax 


PHILADELPHIA — Insurance com. 
panies will not come under the 1 percent 
income tax proposed to council py 
Mayor Wilson, if it should be adopted, 
It exempts from its provisions all firms 
both domestic and foreign, now paying 
a state tax to do business in Pennsy|. 
vania. However, the tax would apply to 
all employes and officers of companies 
on their personal income over $2,500, 








successor has been named. Hugo Mataust, [| 
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We do not compete with our 


BUT — 


We have some open territory in western 
Pennsylvania, Northern New Jersey, Vir- 
ginia, Indiana, and other points. 


For men of General Agency calibre we have 
a worth while General Agent’s Contract. 


Philadelphia Life Insurance Company 
111 North Broad Street 
Philadelphia, Pa. 
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Are You 
The Mans 


You will be interested in learning 
about our special plan to assist 
you in building a successful Gen- 
eral Agency. 


If you are ambitious 
If you are building for the future 


Openings in 
MICHIGAN and ILLINOIS 


Write for particulars 
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Aleshire, Modern Woodmen 
Head, Speaks in Wisconsin 





MILWAUKEE—Modern life insur- 
ance not only bulwarks men against 
death but provides them with the means 
of building estates while still living, O. 
E. Aleshire of Chicago, president-elect 
Modern Woodmen, told 350 Milwaukee 
county members of the fraternal at a 
meeting here. O. R. Werkmeister, local 
head of the Woodmen, was toastmaster 
at dinner. 

Mr. Aleshire, who Jan. 1 succeeds A. 
R. Talbot, Lincoln, Neb., as president 
and has been treasurer 20 years, de- 
clared America far surpasses other coun- 
tries in number and amount of life poli- 
cies in force. Most men, he said, are 
business failures and life insurance of- 
fers them the only known way to create 
an estate. 

E. B. Adams, Hot Springs, former 
member board of auditors, also spoke. 
Fraternalism is beginning to go back- 
ward in America today, he warned. Its 
growth slowed a few years ago. 


May Hold Hearing Dec. 10 


An amended petition filed in U. S. 
district court at Oklahoma City by the 
Modern Woodmen and Homesteaders 
asked Judge Vaught to hold a hearing 
Jan. 10 on a permanent injunction 
against the Oklahoma fraternal insur- 
ance board. The board was cited for 
contempt in denying the 1937 licenses to 
the societies. An injunction previously 
was granted by the court to prevent the 
board from interfering with the frater- 
nals’ business. 

The plaintiffs are two of 28 fraternal 
societies which were refused licenses 
and asked the board be required to 
license them. 


Talbot Ex-Partner of Bryan 


LINCOLN, NEB.—A. R. Talbot, re- 
tiring president Modern Woodmen, was 
a law partner for a number of years of 
W. J. Bryan, famous Democratic leader 
and presidential candidate. As young 
men, they were fellow students in the 
law office of Lyman Trumbull in Chi- 
cago. Mr. Talbot began practice in Lin- 
coln, and was followed in 1887 by Mr. 
Bryan. Mr. Talbot’s later engrossment 
with Woodmen administration and Mr. 
Bryan’s engrossment in politics led to 
dissolution of the firm. 


Samaritan Life Official Dies 


Henry S. Mills, 71, financial scribe of 
the Samaritan Life Association of Du- 
luth for the past 12 years, died in St. 
Paul. 


Colvin Conducts School 


A. R. Colvin, Fulton, Ill, general 
sales manager of the Fidelity Life will 
conduct a school of instruction for field 
men at St. Paul, Dec. 10. He will be 
assisted by John T. Dervie, St. Paul dis- 
trict manager. 














J. V. Turner, 74, Prudential veteran of 
37 years’ service who for many years 
was superintendent in Chicago, died at 
his home there. 





Mrs. Laura Butterwick 
Heads North Dakota Unit 


GRAND FORKS, N. D.—Mrs. Laura 
Butterwick, Degree of Honor Protective 
Association, Grand Forks, was elected 
president of the North Dakota Fraternal 
Congress at the annual meeting here. 

Mrs Josephine A. Long, past presi- 
dent, was elected delegate to the Na- 
tional Fraternal Congress and Mrs. But- 
terwick was elected alternate. 

An address, “What Safety Means to 
Life Insurance,” was given by Dr. Rich- 
ard Beck, Sons of Norway; “Value of 
Fraternal Insurance,” Mrs. M. Cecelia 
Hovell, Royal Neighbors; “Social Se- 
curity as it Affects Life Insurance,” 
Walter Fearn, A.O.U.W. of North Da- 
kota; “Benefits of the Lodge System,” 
Margaret Hall, Woman’s Benefit Asso- 
ciation; “Legislation,” Mabel Lindgren, 
Woodmen Circle. 

The banquet toastmaster was Mrs. 
Frankie Lyman, Degree of Honor Pro- 
tective Association. 

At the evening session the guest 
speaker was Alice C. Nash, supreme 
manager Royal Neighbors. 


NEW YORK 


J. P. FORDYCE IS HONORED 


J. P. Fordyce, vice-president and 
agency director of the Manhattan Life, 
was tendered a testimonial dinner in 
New York attended by general agents 
of that city and producers who had paid 
for a certain volume during “Fordyce 
Month.” During the month the sub- 
mitted and paid business exceeded by 
100 percent the production of Novem- 
ber, 1936. A communication from Presi- 
dent Lovejoy was read to the assem- 
blage by James G. Ranni, chairman of 
the committee on arrangements. Mr. 
Ranni presented Mr. Fordyce with an 
inscribed cigarette case. Other talks 
were made by the general agents, they 
being C. V. Cromwell, A . Green, 
Louis Gartlir, J. A. Campbell and 
Charles Edwards. 


SUPERVISORS’ TENTH ANNIVERSARY 


The New York City Life Supervisors 
Association celebrated its tenth anniver- 
sary at the annual dinner given in honor 
of their general agents and managers. 
President J. V. Davis, associate agency 
manager Riehle agency, Equitable So- 
ciety, introduced representatives of other 
local associations and of the National as- 
sociation. He paid tribute to the 
staunch support of the organization given 
by J. S. Myrick, manager Mutual Life. 

















KEE 100 PERCENT AHEAD 


The W. H. Kee agency of the Mutual 
Life of New York in Brooklyn is 100 
percent ahead for November and 35 per- 
cent ahead for the first 11 months. Prac- 
tically all of this increase is due to higher 
production by existing agents rather 
than attempts to bring in new men on 
a large scale. Emphasis has been laid 
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on the study of life insurance and suc- 
cessful selling methods. 

Carl E. Haas, education director, is 
currently holding a series of Monday 
morning meetings on business insurance. 
These have been exceptionally well at- 
tended and have proven effective in in- 
creasing the amount of business insur- 
ance written by the agents. 

Leaders in production are J. E. Kun- 
ken, district manager, Hempstead; S. B. 
Diefendorf; Max Haas, district manager, 
Jamaica; and Albert Krug. 


Maryland Tax Ruling . 


BALTIMORE.—In an opinion At- 
torney-general O’Connor of Maryland 
has held that the Maryland state tax 
commission is not required to deduct 
mortgages owned by an insurance com- 
pany from the company’s assessable 
1937 tax basis. Many insurance com- 
panies are vitally interested in the opin- 
ion, which has been given following a 
hearing before the commission and at 
which the Sun Life of Maryland pro- 
tested the inclusion of the mortgages 
in the taxable basis. 

The Sun Life filed the protest as a 
test case and several other insurance 
companies also have opposed the ac- 
tion of the commission. It is expected 
that the case will be taken to the Mary- 
land court of appeals for final decision. 

In assessing the stock the commission 
permitted deductions for real estate 
owned but would not eliminate mort- 
gages, 
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Six Modern Legal 
Reserve Contracts 


@ Ordinary Life 

@Twenty Payment Life 

@ Endowment at Seventy 
@Twenty Year Endowment 
@ Family Income 

@ Juvenile 





These contracts are participat- 
ing, and provide all standard 
non-forfeiture options. 





Operating for forty-six years 
in California, Oregon, Wash- 
ington, Colorado, Idaho, Mon- 
tana, Nevada, Utah, and Wyo- 
ming. 





Rowe to Ottumwa, Ia. 


Donald M. Rowe of Council Bluffs, 
Ia., has been appointed district manager 
of the Equitable Society in Ottumwa, 
Ia., succeeding F. W. Markley. He has 
been with the Equitable nearly 18 years. 
In 1932 he was appointed field assistant 
at Ottumwa, serving as assistant to C. 
M. Maxwell, now with the Des Moines 
office. In 1934 he was made district 
manager at Council Bluffs. 


What Is Legal Reserve 


Fraternal Life Insurance ? 


Write for particulars and 
open territory to 


PETER F. GILROY, President 
1447 TREMONT PLACE 
DENVER, COLORADO 











(This is the second of a series of advertise- 
ments outlining briefly a few characteristics 
of this type of protection—points that may 
not be generally understood by the other- 
wise well informed and intelligent fraternity 
of life insurance executives and salesmen.) 


Legal reserve fraternal societies operate 
under strict state laws, must maintain re- 
serves in accordance with those laws and 
are subject to the same careful and thor- 
ough examinations periodically by the 
same insurance departments that examine 
other types of insurance organizations. 


John C. Snyder, 


President 


Edwin M. Mason, 
Secretary 














2 
Like the record made by the legal reserve fraternals as a 
whole, it was never necessary for the Ben Hur Life Asso- 
ciation to borrow money from the government or any 
other source to meet all cash demands. 
Established 1894 
Home Office: Crawfordsville, Ind. 
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POLICIES 


Cuts Policy Loan Interest 








N. Y. Life Charge on New Policies 
is 5%—Interest Guarantee to Be Less 
Than 3%. 





NEW YORK—The New York Life’s 
new policies will contain a provision for 
a policy loan interest rate of 5 percent, 
paid in advance, instead of the present 
rate of 6 percent, which is not paid in 
advance. The rate applies only to the 
new policies, the interest rate on exist- 
ing insurance continuing unchanged. 

Also reflecting the lower level of in- 
terest rates are the new policies’ settle- 
ment option provisions, in which, for ex- 
ample, funds held on the interest option 
will carry an interest guarantee some- 
what less than the present rates of 3 
percent. Details of the new options will 
be announced shortly. It is understood 
the factor may be 2 percent. 

The action of the New York Life in 
reducing the rate on policy loans from 
6 to 5 percent is entirely individual with 
that company. Executives of other com- 
panies here declare that it is not indica- 
tive of any general tendency. While 6 
percent is out of line so far as the ruling 
rate of interest is concerned, life compa- 
nies as a rule seem so far unwilling to 
reduce the rate and thereby probably in- 
crease loans. Even with the 6 percent, 
policy loans mount upward during a de- 
pression. The pressure for 5 percent 
might come from a general public senti- 
ment and there might be political factors 
to be considered. Just at present, so 
far as can be ascertained, there will be 
further similar announcements from the 
larger companies. At the hearing before 
the legislative committee on the insur- 
ance code there were strong appeals 
from attorneys representing policyhold- 
ers who claimed that the 6 percent rate 
was unjust. : 

Some companies have been charging 
5% percent interest. 





Manufacturers Life Raises 


Dividend Scale for 1938 


The dividend scale of the Manufac- 
turers Life, payable in 1938, showing an 
increase, is announced. The new divi- 
dends at quinquennial ages for three 
popular forms are: 

Whole Life 
c——End Dividend i’ sane Be 


10 5 
$ 0.77 $ 1.00 $ 1.33 $ 1.72 $ 
+. a 1.33 1.72 2.20 








04 3 2 74 
1.29 1.64 2.14 2.71 3.33 
1,52 1.95 2.56 3.21 3.90 
1.76 2.28 2.99 3.73 4.49 
2.01 2.63 3.45 4.28 5.09 
2.31 3.04 3.97 4.87 5.73 
2.62 3.46 4.49 5.46 6.34 
2.99 3.95 5.08 6.10 6.99 


20 Payment Life 
rc——_End Dividend Year———, 
1 10 15 20 





Age 5 
| ARPS $ 0.82 $ 1.26 $ 1.90 $ 2.67 $ 3.60 
Sa 1.09 1.59 2.33 21 4.25 
Des ees eee 1,34 1.92 2.77 3.76 4.92 
Be sicbee oe 1.57 2.24 3.20 4.30 5.58 
Bisa s sou 1.81 2.57 3.63 4.85 6.25 
| eee 2.06 2.91 4.08 5.39 6.92 
is oro wione 2,36 3.29 4.55 5.94 7.61 
Dink 6b-sine 2.65 3.67 4.99 6.44 8.24 
BU ckstess 3.02 4.10 5.47 6.93 8.89 
20 Year Endowment 
c——End Dividend Year———_, 
Age 5 1 15 20 
BU. ssenaw $ 1.11 $ 2.21 $ 3.84 $ 5.82 $ 8.22 
25.. 1,25 2.35 3.98 5.96 8.36 
30.. 1.46 2.57 4.20 6.17 8.57 
35.. 1.67 2.79 4.42 6.38 8.78 
ae 1.89 3.01 4.64 6.57 8.99 
| ee 2.12 3.25 4.86 6.77 9.21 
PD sci pee 2.40 3.54 5.12 6.99 9.47 
BO siskismst 2.69 3.83 5.38 7.19 9.72 
Us ssh we 3.04 4.19 5.70 7.43 10.04 





Guardian Maintains Scale 


The Guardian Life will continue its 
dividend schedule in 1938 on the same 
basis as in 1937 except for policies in 
effect prior to Jan. 1, 1932, which con- 


dends on these latter policies will not be 
so large as those on policies without 
these benefits, the reduction depending 
on the type of clause and date and year 
of issue. On life plans the reduction 
ranges per $1,000 from 70 cents to $3.02. 
The regular dividend is to be paid on 
policies containing disability income ben- 
efits subsequent to Jan. 1, 1932, and also 
on policies issued prior to that date to 


which the income benefit was added sub- 
sequent to that date. Rate of interest 
on dividend accumulations and _ instal- 
ment settlements is set at 3.5 percent. 





London Life Dividend Scale 


The London Life announces increase 
in its 1938 dividend scale of about 20 





percent over 1937, 








As SEEN FROM CHICAGO 





ACACIA MUTUAL MANAGER RESIGNS 


Percy A. Trezise has resigned as man- 
ager of Acacia Mutual Life at Chicago. 
The office has made consistent progress 
under his management. He is a C.L.U., 
having gained that designation in 1932 
while he was manager for the Massa- 
chusetts Protective in Connecticut. He 
has developed several copyrighted forms 
for programming and has collaborated 
on others that are soon to be issued in 
book form. Before going to Chicago he 
was manager of several agencies in Wis- 
consin. He conducted the course on 
psychology of life insurance salesman- 
ship and the fundamentals of life insur- 
ance at Marquette University and the 
University of Wisconsin. 





W. M. HOUZE ANNIVERSARY DINNER 


A dinner in observance of the 53rd 
birthday anniversary of W. M. Houze, 
Chicago general agent for John Han- 
cock Mutual, and the 34th anniversary of 
his connection with that company, is be- 
ing held in Chicago Saturday evening. 
J. Harry Wood, manager of general 
agencies, and W. R. Pond, manager un- 
derwriting department, will be on hand 
from the head office. Several general 
agents from other cities are expected, in- 
cluding D. W. Flickinger, Indianapolis; 
Ralph Hoyer, Columbus, O.; Lloyd 
Lynch, Minneapolis; William Acker- 
man, Cincinnati, and Harry Hankins, 
Des Moines. 





HARRY T. WRIGHT IS HOST 


Harry T. Wright, assistant manager 
of the Equitable Society in Chicago and 
a trustee of the National Association of 
Life Underwriters, gave a small lunch- 
eon in Chicago Tuesday for O. Sam 
Cummings of Dallas, president of the 
National association, and C. J. Zimmer- 
man, secretary! of the National associa- 
tion, who recently went to Chicago as 
general agent for Connecticut Mutual 
Life. Second Vice-president V. S. Welch 
of the Equitable, who is now stationed 
in Chicago, was presented and made 
brief remarks. A. E. McKough, W. A. 
Alexander & Co., president of the Chi- 
cago Life Underwriters Association, 
spoke briefly. 





PERSONNEL EXPERT TALKS 

Many life insurance agents who are 
not fitted to be salesmen are being taken 
on by offices, M.I. Pickens, head of Per- 
sonnel Institute of Chicago, a salesmen’s 
training organization, told the H. C. 
Hintzpeter agency of the Mutual Life 
of New York at the annual dinner meet- 
ing following an all day session of the 
Hintzpeter Field Club. He said 90 per- 
cent of salesmen get into a rut in their 
canvassing. He told effective methods 
of selling business, including the “FTP” 
or friendly third party slant. This is 
an indirect method of meeting objec- 
tions in which the agent tells of another 
person in the same line as his prospect 
who made the same objection. The 
agent then explains what he told this 
other individual, thus starting right back 
into his sales talk. He winds up by re- 
lating the third party’s final accounts— 
which of course were all in favor of the 
plan proposed—and the fact that he pur- 
chased the insurance. Mr. Pickens told 
how just recently he sold with this 
method a man who was almost violently 
opposed to considering the Personnel 
Institute service. He listed nine com- 
mon objections and how to answer them. 





tained disability income benefits. Divi- 





ner on company matters. E. C. Hintz- 
peter, his son, assistant manager, was 
toastmaster. Attendance was 101. The 
Hintzpeter agency in 1937 has made bet- 
ter than a 20 percent increase in paid 
volume over last year. 





KANTZ IS ASSISTANT MANAGER 


D. M. Kantz, field assistant of the 
Travelers in the Insurance Exchange 
branch office at Chicago under Manager 
E. B. Dudley, has been appointed assist- 
ant manager in charge of the Oak Park, 
Ill., branch. He succeeds A. H. Holm- 
berg, who resigned to take another post 
that will be announced soon. Mr. Kantz 
was transferred to Chicago by the Trav- 
— three years ago from South Bend, 
nd. 





CHICAGO SUPERVISORS ENTERTAIN 


General agents and managers of Chi- 
cago were entertained by the Life 
Agency Supervisors of that city at a 
dinner. A feature was a short talk by 
C. J. Zimmerman, Chicago general agent 
Connecticut Mutual Life and secretary 
National Association of Life Underwrit- 
ers. Mr. Zimmerman told of plans for 
Life Insurance Week in 1938. R. H. 
Wienecke, president, extended greetings, 
and C. B. Stumes, Penn Mutual, as 
chairman general agents and managers 
division, Chicago Association of Life Un- 
derwriters, represented the agency 
heads in responding. 





WAIDLER IS DISTRICT MANAGER 


The Reliance Life has appointed C. 
P. F. Waidler district manager in the 
Illinois department under Manager W. 
C. Peck. Mr. Waidler’s headquarters 
will be at 100 North La Salle street, 
Chicago, and he will devote his time to 
building his own organization as well 
as to continuing his large personal pro- 
duction. Mr. Waidler was formerly a 
salesman in the advertising field and 
prior to that he was vice-president and 
treasurer of a manufacturing concern. 

Mr. Peck announces that over 35 sales 
representatives have been added to the 
Illinois department during the first 11 
months; that the Illinois department is 
30 percent ahead in paid business. 





WOOD OBSERVES CARROLL MONTH 


The Freeman J. Wood agency of the 
Lincoln National Life has designated the 
period of Nov. 15 to Dec. 18 as Carroll 
Month in honor of Superintendent of 
Agencies J. P. Carroll. Mr. Wood ex- 
pects to award a trophy to the winner. 





SANDERS JOINS JAMES OFFICE 


Raymond Y. Sanders, until recently 
vice-president and treasurer of the Rock- 
wood Company, is now associated with 
Fred. S. James & Co. in their direct pro- 
duction department, devoting the major 
portion of his time to life insurance. Mr. 
Sanders graduated from the University 
of Wisconsin in 1911 and entered the in- 
surance business in 1915 with the then 
Rockwood-Badgerow Compay. 

In addition to agency organization 
work, Mr. Sanders has acquired a large 
personal business, especially in life insur- 
ance. He has been the leading life pro- 
ducer in the west for the Travelers for 
many years and frequently has been 
rated among the first ten on their na- 
tional leaders’ list. Fred. S. James & 
Co. represents the Travelers as general 





Manager Hintzpeter talked at the din- 





agents for life insurance. Samuel Le- 








land, Jr., life department manager, yjjj 
have the benefit of Mr. Sanders’ counse| 
and experience in organization and pro. 
duction work. 





LAMB CITES LARGE GAIN 


E. E. Lamb, Chicago general agent 
Columbia National Life, has reported q 
34 percent increase in accident premiums, 
with a possible increase of 40 percent 
by the end of the year. For the first six 
days of December premiums were ahead 
of those for the entire month last year, 
In paid for business the agency showed 
a 32 percent increase for the first eight 
months and it is likely that the conclud. 
ing four months will show a similar gain, 
The Lamb agency does a life and acci- 
dent brokerage business. R. J. Clancy, 
recently appointed manager of the brok. 
erage department, uas developed an out- 
standing production record since assum- 
ing this post Nov. 15. Four members of 
the agency, including Mr. Lamb, have 
already qualified in a contest, the re. 
ward of which will be a cruise to Ber. 
muda shortly after the first of the year, 
Members will leave on the “Monarch of 
Bermuda” from New York City and stop 
about three days on the island. Mr. 
Lamb will be accompanied by his wife, 
having produced a volume in excess of 
$400,000. A $200,000 volume is required 
for single qualifiers. 





McCARTHY IS LARGEST PRODUCER 


T. E. McCarthy, district manager Co- 
lumbian National Life, Chicago, was an- 
nounced the winner of a loving cup for 
his high personal production record dur- 
ing “President’s Month,” October, held 
in honor of President Francis P. Sears, 
Mr. McCarthy produced a $104,500 vol- 
ume, out-classing all other Columbian 
National agents. He operates out of the 
E. E. Lamb agency. The agency wona 
plaque last year for the highest agency 
production during this month and this 
year lost top ranking position by only a 
small margin. 





OVERFLOW MEETING NECESSARY 


The Chicago Day program sponsored 
by the Chicago Association of Life Un- 
derwriters has proved so popular that 
an overflow meeting will be held at 9:15 
a. m., Dec. 11, at the Hotel Sherman, in 
addition to the regularly scheduled pro- 
gram on Dec. 10. Accommodations for 
the regular session are limited to 800 and 
the demand for tickets greatly exceeded 
that amount. The program is in the 
form of a skit featuring John W. Agent. 





GOTTSCHALL AGENCY TO GATHER 


The Gottschall agency of the Equit- 
able Society will hold a luncheon and 
afternoon business conference Dec. 28, 
the final one of four this year. V. S. 
Welch, second vice-president in charge 
of the mid-western territory, will attend 
and speak. Others on the program will 
be Dr. L. A Sherrell, chief medical ref- 
eree here; Halford Shailee, Mr. Welch’s 
assistant; William Echols, cashier, and 
his assistant, Samuel Henschie; F. C. 
Reinford, head of the inspection depart- 
ment; G. P. Hitchcock, head of the 
claim department, and Ivan Ricks, divi- 
sion group manager in Chicago. Man- 
ager W. L. Gottschall has done a fine 
job of agency building since he took 
hold in June, 1935. Before that as as- 
sistant manager he built a $4,000,000 unit 
of the Equitable, leading the country. 
In the littlke more than two years the 
Gottschall agents have substantially in- 
creased their average earnings and been 
placed on a sounder budgetary basis. 





Walton Murat Honored 


Walton Murat, general agent Mutual 
Trust Life in Stevens Point, Wis., was 
honored by his agents and two home 
office officials at an agency meeting and 
dinner marking his 20th anniversary 
with the company. The agents arranged 
the affair and were hosts. A. B. Slat- 
tengren, vice-president, and: L. R. Luno, 
superintendent of agencies, attended 
the home office, presenting a wall plaque 





as a memento of the occasion. 
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SALES IDEAS AND SUGGESTIONS 
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Psychology Necessary Study 
for Successful Agent 





One of the greatest detriments in sell- 
ing today is the agents’ desire to com- 
pare himself with others and measure 
success by their standards, according to 
A. E. Wall, field service inspector Con- 
federation Life, in speaking before the 
Montreal Sales Congress. 

“How other men succeed has no bear- 
ing on you except as an inspiration,” he 
said. “There success is theirs, not 
yours. You can do one thing and I can 
do another.” One of the most funda- 
mental problems in achieving success 
is finding ways and means of doing 
whatever our job is with the greatest 
possible efficiency and effectiveness, he 
said. Regardless of person’s present 
knowledge and skill, education and train- 
ing are and always will be, a never end- 
ing process. Mr. Wall points out that 
the best way an agent can improve his 
standards are through planned reading. 
The unfortunate thing about the average 
agent today is that he is apt to con- 
sider himself trained and educated once 
he has completed the preliminary course 
with his company, he said. There are 
innumerable situations where ideas 
gleaned from higher education in life 
underwriting will be worth their weight 
in gold. “A few years ago,” he said, 
“the wagon was used almost exclusively 
for heavy transfortation purposes. The 
only upkeep necessary was a daub of 
grease every few weeks. ‘Today trucks 
are used exclusively, but have 52 oiling 
places. There are so many places of 
friction, points of moving contact, that 
in the truck oil and grease are necessary 
regularly at all points.” Business has 
undergone exactly the same change, he 
continued. Salesmen rub up against hu- 
manity at so many more places and are 
coming in contact with so many more 
people in different ways, that to keep 
clear of friction, sales machinery has to 
be more highly perfected. 


Study Prospect’s Background 


Mr. Wall set forth a number of rea- 
sons for the inclusion of psychology as 
a necessary study for the agent. It is 
of inestimable value to understand clear- 
ly the background of behavior of the 
average individual. It is an asset to 
know and understand the reasons un- 
derlying certain reactions in human be- 
havior, he said. ‘Psychology teaches 
how to awaken interest, how to arouse 
curiosity and how to create desire. It 
also teaches how to get along with the 
other fellow and suggests methods of 
getting him to talk about himself, his 
interests and his hobbies.” Mr. Wall 
referred to a subject of the C. L. U. 
course in business English. ‘Men live 
by their language and it is a tangible as- 
set available at small cost. What an 
asset for an agent to be able to describe 
his services in language which really 
creates images, paints pictures and 
Moves the prospect. Your language is 
to you what a brush and paint were to 
Millett, what a piano is to Hoffman and 
what a violin is to Mischa Elman. You 
see clearly what value your product can 
play in the lives of your rospects, but 
unless you can convey that picture 
through sounds, clearly and convinc- 
ingly, you are hiding your light under 
a bushel.” 

Mr. Wall referred to an interview with 
30 business and professional men. He 
asked them, “What is your main crit- 
1cism of the average life insurance man 
who comes in to see you?” Twenty- 
four out of the 30 said, “Life insurance 





has developed so much, why is it the 
average agent doesn’t have something 
different or interesting to say when he 
comes in?’ Mr. Wall points out four 
ways the sales talk can be made inter- 
esting and colorful. First, pen and pen- 
cil illustration; second, the use of visual 
sales material, pictures, diagrams, etc.; 
third, human interest stories; fourth, 
keeping discussions away from your 
product and on what your product does. 
In discussing the fourth point he re- 
ferred to the salesman attempting to sell 
an automobile who spends his time talk- 
ing about mechanical perfection, gears 
and downdraft carburetors when he 
should be discussing the shade of the 
car, its comfort and how economically 
it will transport the client from one 
place to another. He buys the car for 
what it will do for him. 


Hard Work Necessary 


Mr. Wall said that hard work is nec- 
essary for success and that the worth 
while things in life are costly. Rewards 
are usually in proportion to ability. He 
referred to Millet who bought a yard 
of canvas, a brush and some paint, the 
total value of which was about two 
francs, but he had an idea, a vision in 
his mind, and the knowledge and skill 
necessary to paint an immortal picture 
such as the “Angelus.” 

“You can develop your ability to any 
degree that you desire, provided you 
are willing to pay the price,” he said. 
A program of education that builds con- 
fidence, generates enthusiasm and _ in- 
creases capability and skill will open 
doors to success, responsibility, earning 
and happiness that have heretofore been 
closed. “It will give you an irrepressi- 
ble buoyancy that will make you bob 
up like a cork every time you are pushed 
down,” he said. 

Need Fighting Spirit 

Mr. Wall referred to the man who at 
32 felt so discouraged that he wrote, “I 
am the most miserable man living. If 
what I feel were distributed to the 
whole wide world, there would not be 
one cheerful face on earth. Whether I 
shall ever be better or not I cannot tell. 
I must stop, I can write no more.” 
However, Abraham Lincoln continued 
on and reached the highest pinnacle of 
success, he said. “Such is the fighting 
spirit, that we need in the life insurance 
business.” 


Assessor's New Tax Move 


Annuity considerations are being taxed 
as personal property by the Cook 
county, Ill., assessor in a new move to 
levy on life insurance contracts. Several 
years ago the office attempted to levy on 
life policy cash values but met a well or- 
ganized defense by companies, supported 
by the Association of life Insurance 
Presidents and American Life Conven- 
tion, and gave up the attempt. The new- 
est move was signaled by the assessor 
calling a number of annuitants into his 
office to answer for failing to include an- 
nuities in their personal property re- 
turns. Many have been required to pay 
the tax, Chicago life agents report. The 
levy is estimated to range up to 7 per- 
cent of the income derived from the an- 
nuity. An arbitrary formula was adopted 
in calculating the tax. The assessor se- 
cured from the Internal Revenue Bureau 
figures on annuity payments included in 
income tax returns. The government 


considers. 3 percent of the consideration 
as taxable. The assessor capitalizes this 





sum at 5 percent, or in effect takes 60 
percent of the consideration. Then he 
calculates 20 percent of this sum, applies 
a 37 percent depreciation factor and ap- 
plies the tax rate to the final sum. The 
tax rate varies up to 8 percent. On $10,- 
000 consideration the tax, it is estimated, 
is $35.52. R. G. Pilkington, educational 
supervisor Gottschall agency, Equitable 
Society, called the new tax move to the 
attention of the Chicago Association of 
Life Underwriters, which turned the mat- 
ter over to the business practices com- 
mittee to study. It is probable the asso- 
ciation will seek some means to oppose 
the assessor’s scheme. 





Building Up Partner in 
Joint Work Great Help 


in Closing Cases 





A plan of joint work which has been 
used successful by Ron Stever of Pasa- 
dena and Marvin Sherman of Los An- 
geles, both with the Equitable Life of 
New York, was explained at the Mil- 
lion Dollar Round Table of the National 
Association of Life Underwriters in 
Denver by Mr. Stever. 

“About three years ago we had a lot 
of wealthy people,” he said, “and in at- 
tempting to familiarize myself with 
that field I made this approach: I wrote 
a very simple letter to a selected list 
which I obtained in several ways. One 
way was to get a list of everyone who 
paid taxes on intangibles, which we had 
until the state income tax was enacted. 
That would give us the total of their 
estate. Then I would find out some- 
thing about them, and would write a 
very simple letter calling their attention 
to some tax problem or some estate 
problem, and told them of Mr. Sherman, 
whom I was working with, as being an 
expert or specialist in this particular 
field. The letter was very short and to 
the point. It had only two paragraphs. 
The second day I would follow up this 
letter with a telephone call. 

“Incidentally, in most of the letters 
I stated that Mr. Sherman would be 
available in Pasadena on a certain day. 
Our offices are only ten miles apart, his 
is in Los Angeles and mine is in Pasa- 
dena. I would usually say he would be 
available without obligation, the second 
day after the letter was mailed. I dis- 
cussed nothing else over the phone ex- 
cept selling an interview, and if they 
hesitated I told them that they had noth- 
ing to lose and that they were under no 
obligation, and in a 20-minute interview 
they could determine what they wanted 
to do. By the system of telephoning we 
knew what we were going to say. 

“Tf I did not obtain an appointment 
from the first man I wrote to or the 
next man, I was not discouraged. I 
found that we made a very high per- 
centage of appointments from those 
methods, getting at least three inter- 
views out of ten which have been closed 
of the list selected. I got some in- 
formation on the men beforehand. 

“T was able to build up with Sherman, 
and it would have been very difficult 
for me to have gone and built up by 
myself without him.” 





Options Broaden Coverage 


Through the use of settlement options 
the life insurance contract has been 
translated from a one generation con- 
tract to a two generation one, said Ar- 
thur Coburn, vice-president Southwest- 
ern Life, at a Dallas C. L. U. meeting. 
The possible effect of inflation on life 
insurance is nullified by the fact that 
premiums are paid over a period of 
years, some with dear money and some 
with cheap, and the aggregate is made 
with money of average value. The set- 
tlement option is one of the finest argu- 
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Approximation of Estate 
Tax Levy Is Sufficient 


Decline in stock prices of recent 
months has created a bad situation for 
executors of estates, who have been 
faced with the necessity of raising 
money for estate and inheritance tax 
purposes. They have been forced to sell 
securities at the low prices, thus requir- 
ing a much larger proportion of the 
holdings than in normal times. 

Travelers “Protection” points out that 
if there had been a sufficient amount of 
cash available such as would be pro- 
duced by life insurance, such estate 
losses would not have occurred. The 
Travelers points out that while many 
life agents have shied off recommending 
life insurance for tax purposes, feeling 
the problem is too complex and requires 
a tax expert, it is not necessary to at- 
tempt to figure the tax down to the last 
dollar, especially in small or medium 
sized estates. A rough estimate would 
suffice, adding a few thousands for pos- 
sible future appreciation in security 
prices and future tax increases. 

It is better in this case to be too 
liberal than too close. No harm is done 
by providing more than is actually 
needed, but if the amount required is 
under-estimated, valuable assets may 
have to be sacrificed to raise the addi- 
tional funds. 


—_— 


Education and Motivation 
Both Involved in Sale 


Chester O. Fischer, vice-president 
Massachusetts Mutual Life, in address- 
ing the Albany (N. Y.) Life Under- 
writers Association on “The Search for 
Success,” said that “in every sale that 
is really a sale, there are two important 
jobs to be performed by the salesman. 
One is to educate; the other, to moti- 
vaie. We must first of all capture the 
prospect’s interest with an arresting 
idea—an idea which tugs insistently in 
its demand for attention—and second, 
we must satisfy the prospect’s intellect, 
his cold, sober judgment, with sound and 
logical reasons for making the purchase 
we want him to make. These early func- 
tions might be considered as comprising 
the educational process. 

“But this education will fail of its pur- 
pose until we add the second essential, 
motivation. Reasoning will bring con- 
viction as to the need for the purchase, 
but it will not induce action. And until 
there is action, there is no sale. 

“Let us think of the approach as the 
planting of the seed. Let us think of 
education, the appeal to the prospect’s 
logical thinking, as the cultivation of the 
crop we are after, and then let us re- 
member that the harvest of that crop 
does not take place until we exert the 
closing force of motivation.” 








ments against inflation as the policy- 
holder has a contractual right to draw 
the proceeds if the policy matures when 
money is dear, but if money is cheap 
he has the contractual right to leave 
the proceeds on deposit until such time 
as money shall begin to become dear, 
said Mr. Coburn. 





The cure for dependence in the sixties 
must be taken in the thirties. 





Direct mail enables you to multiply 
your sales activity. Work direct mail 
and it will work for you! 
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Say Its Force Is Now Spent 


Little Is Heard of the Trade Union 
Movement These Days Outside the 
Greater New York Area 


NEW YORK—tThe general impres- 
sion prevails in this city that the union- 
ization of¢industrial agents has about 
spent its force. While the professional 
agitators are trying to stir up enthusiasm 
and get the adherence of the crowd there 
has not been the mass response that was 
anticipated. 

In the Greater New York area there 
has been interest in the movement but 
very little is heard of the matter out- 
side. In New York City many agents 
naturally lend an ear to agitation of this 
kind. Those who are keeping a close 
ear to the ground find that in other large 
cities where there have been efforts 
made to get industrial agents into a 
union very little has come of the cru- 
sade. ¥ 

No recognition has been given by any 





company to the union scheme. Much 
was made of a letter received from the 
John Hancock Mutual which the union 
people claimed was a recognition but 
the company merely stated that it would 
be willing to talk over the situation. In- 
asmuch as the authority of managers 
was limited there could be no general 
rule laid down for localities. 

Where managers have conducted their 
offices on efficient and humane lines, 
have been in sympathy with and had an 
understanding of the problem of their 
men, giving them every possible coop- 
eration, not much trouble developed even 
in New York City. Where the men have 
felt they were treated rather harshly 
there have been more or less rebellious 
and they have joined the union and are 
wearing the button. However, the com- 
panies are not yielding to any appeal, 
feeling that life insurance work is not 
adaptable to trade unionism. 

The United Office & Professional 
Workers, with which the C. I. O. in- 
dustrial agents union is affiliated, has 
cited the Metropolitan Life to the Na- 
tional Labor Relations Board, charging 
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unfair labor practices, under the Wagner 
act. 

A mass meeting of Metropolitan, Pru- 
dential, John Hancock and Colonial in- 
dustrial agents wasi held in New York 
City Sunday. 

A two-day conference of representa- 
tives of agents union was held Sunday 
and Monday in preparation for the cam- 
paign: to obtain union recognition from 
insurers. 

Lewis Merrill, general president of the 
union, announced that the union will 
“use every necessary and legal means 
to compel the Metropolitan, Hancock 
and other insurance companies to recog- 
nize the right of their employes to be- 
long to a union and to collectively ob- 
tain better working conditions.” 


STATEMENT TERMED INCORRECT 


BOSTON—The recently published 
statement of the United Office & Pro- 
fessional Workers of America to the ef- 
fect that the union had been recognized 
by the John Hancock Mutual Life as the 
bargaining group of its employes, is in- 
correct, according to officials of the com- 
pany. Equally untrue is the more recent 
claim, published late last week, that the 
United Office & Professional Workers 
had been asked by the insurance com- 
pany to be certified by the National La- 
bor Relations Board, preliminary to the 
union being recognized as “exclusive 
bargaining agent for the 15,000 employes 
of John Hancock.” 

Officials of John Hancock state that 
representatives of the union recently 
visited the home office and requested to 
be recognized as the exclusive bargain- 
ing agent for the employes and agents. 
The representatives were told that the 
matter of membership in any union on 
the part of the employes was a matter 
entirely in their own hands and that 
the officials would not entertain any 
proposition as to “exclusive bargaining 
agent” until such time as the employes 
were organized and they themselves 
made the request. 

It is known that representatives of 
both the A. F. of L. and C. I. O. have 
appealed to the employes and industrial 
agents to get them to organize but with 
little success up to the present. 

John Hancock has some 6,300 indus- 
trial agents and a total of some 11,000 
clerks and employes. 


Agents Union Starts Paper 


“Insurance Agents Union” Is New 
Publication of National Association of 
Industrial Insurance Agents 


Volume 1, No. 1, of “Insurance Agents 
Progress,” which is designated as “offi- 
cial Organ of the ‘National Association 
of Industrial Insurance Agents,” Wash- 
ington, has appeared. It is an eight- 
page monthly paper, devoted to the ac- 
tivities of an independent organization of 
industrial men. Some of the objectives 
for which the “NAIIA” is working are: 
Minimum retirement of $100 a month 
for industrial agents after they have been 
in the employ of a company 25 years; 
an approved uniform contract for all 
agents, to contain provisions for mini- 
mum income from salaries and commis- 
sions and for maximum weekly hours, 
etc.; relief to be granted agents for all 
lapsed premium of policies in force five 
years or longer; relief to be granted 
agents for all death lapses regardless of 
age of policies; relief to be granted 
agents for lapses canceled for return 
premiums; modification of company re- 
quirements for increase. 

W. L, Bristow, Virginia Life & Cas- 
ualty agent, Richmond, is_ president. 
Other officers are E. C. Rothery, Wash- 
ington, first vice-president; Gordon 
Louch Washington, second vice-presi- 
dent; J. M. Downey, Philadelphia, sec- 
retary-treasurer; H. C. Young, Wash- 
ington, general counsel. Mr. Bristow is 
a native of North Carolina. He has been 
agent and assistant of the Continental 
Life, D. C., agent, road inspector, as- 
sistant, and manager for the Union Life 
of Virginia, and at present is the leading 





—— 
agent of the Virginia Life & Casualty, 

He operated a life general agency for, 

time under his name. From now on, fy 

plans to talk about organization among 

the country’s industrial agents and any 

group of agents anywhere who want tg 

listen to him can do so for nothing, 

Editors of labor publications haye 
been solicited to aid in getting the jp. 
dustrial agents organized. “Prospectiye 
purchasers of industrial policies who 
strongly organization-minded have balked. 
at signing contracts with agents who are 
unable to show union cards. The editor 
has sent out a number of letters to. edj. 
tors of labor publications asking their 
aid in putting pressure on industrial 
agents who to their own and their fel. 
lows’ disadvantage persist in remaining 
lone wolves,” the paper states. 

In a letter to “Labor,” weekly paper 
of the independent railroad brotherhoods 
it is suggested that “Railroad workers, 
who as a class are heavy buyers of ip.| 
dustrial insurance can help them (the 
agents) gain this security. They can 
do it by simply refusing to buy insyr. 
ance from any agent who cannot showa 
union card.” The letter said, “There 
can be no question about the companies’ 
ability to pay them better; of every dol- 
lar taken in by the big well managed 
companies in industrial premiums, the 
net profit, it is conservatively estimated, 
is 45 cents.” 

General Counsel Young in a speech 
recently before an agents’ meeting said: 
“Organization is the order of the day, 
among employers and among the em- 
ployed. By organization, I do not mean 
organization of violence, radicalism. ] 
am against that, and I believe that a. 
strong sentiment is growing up among 
Americans of all classes against violence, | 
whether on the part of workers, or on 
the part of employers and managers. 

“Collective bargaining conducted in 
the proper manner is undoubtedly a 
method by which the stability of our 
whole country will be preserved. 

“The trouble about it is that some of 
the radical unions have attempted to! 
take the law into their own hands like 
unto a group of lynchers, disorganizing 
due process of law of which our coun- 
try’s constitution is the guarantor.” 

Initiation fee is $2 and dues are $1 
monthly. 


American National Arkansas Rally 


The American National held a state 
meeting at Little Rock, Ark., with a 
large number of officials attending. 

J. T. Williams, Little Rock, assistant 
superintendent, welcomed the group. 
Henry Smith, superintendent of the Ar- 
kansas district, spoke on “What It Will 
Take in ’38.” O. L. Jennings, industrial 
underwriter from the home office at Gal- 
veston, also spoke. 


Konow Feted in Newark 


W. G. C. Konow, superintendent of 
District No. 1 in Newark for the Pru 
dential since 1926, was tendered a din- 
ner in honor of his 25th anniversary of 
service. Division Manager Joseph Car- 
penter acted as toastmaster. Speakers 
included Frederick H. Schultz, assistant 
secretary, Supervisor William A. 
Mason; Donald Ulrope, division man- 
ager; and Superintendents R. J. Robin- 
son, Kearny; Samuel Saperstein, Union 
City, and Lk. J. Hits: 


Union Meeting in Buffalo 


BUFFALO—Industrial agents held a 
preliminary union organization meeting 
here. A small proportion of the city’s 
industrial men were present. 





Open with Accident—sell your pros 

pect an accident policy to get acquainted 

and pave the way to other sales. For sales 
suggestions read The Accident & Health Re 
view, A-1946 Insurance Exchange, Chicago 
Sample copy 10 cents. 








